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We believe the truth is sharper than a two-edged sword. 


We want men who can sell Life Insurance and who will pay into the Company 
more money than they draw out. 


We want men who are not afraid of a hard job, to work for an Old Line Life 
Insurance Company which needs $20,000,000.00 more business this year. 


We need new business to take the place of old business which lapses off and 
we need about $2,000,000.00 more per month of new business to show the proper 
growth. 


We solicit any man, with or without experience, who is interested in taking up 
the best kind of work to come to the Home Office if he has enough money to pay 
his expenses. If not, he can write in and we will get acquainted. If he is look- 
ing for a soft snap he should not apply. 


The management is doing everything in their power to make a real worth 
while Life Insurance Company out of the Standard Life and needs a lot of help. 
Our extremity is your opportunity. 


The Standard Life Insurance Company, including its reinsurance contracted, 
has this record approximately: 


$10,000,000 additional business increase per year. 
1,000,000 additional assets increase per year. 
100,000 additional surplus increase per year. 


Come and work with us, not for us. 
Your pay will be all that the business will pay. 


Practically just starting. Join us now and help us to put it over. Be one of 
the Originators of a big company to be. Address 


Standard Lite Insurance Company 
716 Locust Street, St. Louis, Missouri 


J. R. PAISLEY, President W. K. WHITFIELD, Manager 





INSURANCE PROTECTION 
THAT THAT 


INSURES PROTECTS 


There is an Equitable Policy for every Life Insurance Need 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 
120 BROADWAY * NEW YORK 
op 
‘W. A. DAY, President 


THE paTeonel UNDERWRIT Life Inowanee 5 Edition, ewentpenventh year. ie 22. Thursday, Ma a st. 1008, 
Office of publication, 176 W. J: ed, nts per copy. Entered ond 
oe < June 9, 1900, at post office at icago, mg of Mar 4 $879. 
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NO ACTION BY HYDE IN 
MASSACHUSETTS CASE 


Companies from That State Still 
Operating in Missouri Despite 
Ouster Threat 


QUESTION HIS AUTHORITY 


Attorneys Point Out Quo Warranto 
Proceedings in Massachusetts Courts 
Would Be Proper Step 


Life companies of Massachusetts 
operating in Missouri are marking time, 
awaiting the decision of Commissioner 
Hyde on a motion to dismiss the pro- 
ceedings against them, in which the 
commissioner threatened revocation of 
their licenses because a Missouri re- 
ciprocal had been denied license in 
Massachusetts. Meantime they will 
continue to operate in that state as be- 
fore. 

The life companies were well repre- 
sented at the hearing before the com- 
missioner at Jefferson City, Mo., last 
week, Walter H. Saunders, counsel for 
the John Hancock Mutual Life, and 
William S. Hogsett of Kansas City, 
representing the fire companies, filed 
motions that Mr. Hyde dismiss the pro- 
ceedings on the theory that there was 
no warrant in law for the action re- 
quested of him by the Kansas City 
reciprocals. 


Que Warranto Proper Step 


They informed the commissioner that 
the proper step for the reciprocals to 
take was to file quo warranto proceed- 
ings in the Massachusetts courts to test 
the legality of Commissioner Hobbs’ 
ruling in declining to issue a license to 
the reciprocal exchange. 

Commissioner Hyde has promised to 
take no further action in the matter 
without giving the Massachusetts com- 
panies a chance to be heard again. He 
expressed the hope that they would 
exert their influence to have Commis- 
sioner Hobbs rescind his action. He 
said that he was acting as a peace- 
maker but would certainly use all his 
Powers to protect Missouri insurance 
companies from unfair discrimination in 
other states, 

Charles M. Howell of Kansas City, 
chief counsel for the reciprocals, in a 
lengthy argument contended that the 
Missouri commissioner has full power 
to decline to permit Massachusetts com- 
panies to operate in Missouri so long as 
Missouri insurance companies are 
barred from the Bay State. 


Officials im Attendance 


Life company officials and attorneys 
at the hearing included Frank H. Hod- 
skins, general counsel Massachusetts 


Life; Warren C. Flynn, manager St. 
-OulSs 


Charles 
agency 
Barker, 


agency Massachusetts Mutual; 
L. Scott, manager Kansas City 
Massachusetts Mutual; John 
director and general counsel 
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—By WILLIAM ALEXANDER——— | 


Secretary Equitable Life of New York 


HE agent who says “I’m an insur- 
"Tiance salesman and nothing more,” 

is a back number. The agent who 
says, “I practice a profession,” goes to 
the other extreme. And it behooves us 
to find out whether such a man has 
advanced as far as he believes. 

In order to answer this question we 
must first determine what a profession 
is; then decide whether soliciting life 
insurance is a profession, and then find 
out, if we can, whether every agent is 
necessarily a skilled practitioner. 

Lawyer's Definition of Profession 


A member of the Supreme Court 
of the United States, while still a prac- 
ticing lawyer, framed this definition: 

A profession is an occupation for 
which the necessary preliminary training 
is intellectual in character, involving 
knowledge, and to some extent learning 
as distinguished from mere skill. 

It is an occupation which is pursued 
largely for others and not merely for 
oneself. 

It is an occupation in which the 
amount of financial return is not the ac- 
cepted measure of success. 

If this definition is accepted I am sure 
every one will agree that canvassing 
for life insurance deserves to be char- 
acterized as a profession. But it does 
not follow from this that agents are 
necessarily professional men. The 
lawyer is a professional man because he 
has proved his fitness by graduating 
from a law school, and by gaining ad- 
mission to the bar. The doctor is a 
professional man because of his train- 
ing and his license to practice medicine. 
But the untrained man of good reputa- 
tion who has won no diploma from any 
institution of learning can secure a 
license to solicit insurance if any life 
insurance company is willing to make a 
contract with him. Like the fake 
doctor he can pretend to practice a pro- 
fession, but unlike the fake doctor he 
can hold his job after his incompetence 
has been exposed, unless he is convicted 
of irregular or dishonest practices. 

There are many life underwriters who 
have trained themselves, or who have 
been trained by others, who are skilful 
in the practice of the proicssion in 
which they are engaged, but there are 
others who are unfitted for the im- 
portant work they are attempting to do. 

And the unfitness of the latter is 
emphasized by the fitness of the former. 

Agent Not Always Expert 

What then is the exact situation re- 
vealed by these truths? It is this: life 
underwriting is a genuine profession, 
but it does not follow that the agent is 
necessarily an insurance expert—a well 
trained professional practitioner. 





Berkshire Life; Arthur E. Childs, presi- 
dent Columbian National Life; John R. 
3aird, general agent John Hancock Mu- 
tual Life; George L. Dyer, general 
agent Columbian National Life; Walter 
H. Saunders, attorney John Hancock 
Mutual Life; Guy W. Cox, vice-presi- 
dent of the John Hancock Mutual; 
Charles D. Mills, general agent New 
England Mutual Life; George W. 
Smith, vice-president New England 
Mutual Life; Chandler Bullock, vice- 
president State Mutual Life; John L. 











WILLIAM ALEXANDER 
Secretary Equitable of New York 


The inexperienced agent may be hon- 
est and industrious, his motives may be 
praiseworthy, he may have an exalted 
spirit of service, but if he does not meas- 
ure up to the requirements of the posi- 
tion he holds he will not be able to ful- 
fill his high responsibilities. 

Can this be remedied? I hope and 
believe it can. How? Simply by giv- 
ing all agents an adequate education, 
and by eliminating those who neglect 
to take advantage of, and fail to gradu- 
ate in, a comprehensive course of train- 
ing in life insurance service and sales- 
manship. 

And may we not hope that every in- 
experienced agent will wake up to the 
gravity of his responsibilities and volun- 
tarily seek the training which he lacks, 
in order that he may be able to offer 
sound advice to every client and save 
him from the necessity of delving into 
actuarial abstractions? 


Think and Act for Client 


It is a large part of the duty of the 
agent to think and act for each client, 
just as the lawyer, the doctor, or the 
engineer, instead of bewildering his 
clients with the intricate details of his 
profession, finds out what each one 
needs and then prescribes the appropri- 
ate remedy. 

It is the province of the agent to 
know these things and to apply his 
knowledge wisely and well. 

No layman should be expected to 
study the details of insurance practice. 
His need is for protection only, and it is 
the province of the agent to obtain it 
for him and deliver it to him, just as 
the architect plans a house, superintends 
its erection, and turns it over to its 
owner when it has been developed into 
a complete structure. 


Wakefield, vice-president and general 
counsel John Hancock Mutual Life. 
oo 
STATEMENT FROM HOBBS 


BOSTON, MASS., May 29.—Clarence 
W. Hobbs, commissioner of insurance 
for Massachusetts, in a statement of his 
reasons for barring the Missouri re- 
ciprocal from Massachusetts, says: “The 
Reciprocal Exchange of Kansas City, 
Mo., is the only Missouri concern to 

(CONTINUED ON PAGE 15) 





TAKE STEP TO CHECK 
THE LOAN PRIVILEGE 


Interesting Material Is Gathered 
Together by the Life Insur- 
ance Research Bureau 


VARIOUS METHODS USED 


Most Companies Advise Careful and 
Indirect Means in Order to 
Keep People Friendly 


NEW YORK, May 30—Some inter- 
esting material has been compiled by 
the Life Insurance Research Bureau on 
steps taken by the various companies 
to reduce excessive use of the loaning 
privilege. The reports show that an an- 
alysis of the attitude of companies to 
the question of educating policyholders 
against unnecessary borrowing shows 
that those with a high percentage of 
their assets invested in policy loans par- 
ticularly favor such education. About 
two-thirds of the companies carry on 
some educational work to reduce undue 
loaning on policies. The large com- 
panies are more inclined to delegate this 
function to their field forces than are 
the small companies. 


Cautious Steps Preferable 


The conclusion of the Bureau is that 
indirect and cautious steps in educating 
policyholders are preferable to open ef- 
forts. One company official is quoted 
as saying: “Policy loans usually are 
considered danger signals of the in- 
tended cancellation and for that reason 
are not encouraged. Well-meant efforts 
to discourage loans and to induce re- 
payments do not always appear to meet 
with favor, hence our campaign is not 
intensive, but instead a quiet one of 
suggestion.” 

Another such company official is 
quoted as being opposed to the reduc- 
tion of policy loans through letters and 
circulars, giving the following reasons: 

1. “If I know I am doing ‘the shabby 
thing’ in borrowing on my policy it is 
not pleasant to be reminded of it. 

2. “On the other hand, I dislike to 
hear the cry ‘poor judgment’ if I have 
given the matter careful consideration 
and have turned to my policy as a ‘last 
resort.’ 

3. “It can not be said with certainty 
that a policy loan is the first step to- 
wards cancellation. Many times it is an 
attempt to defer the evil day in the hope 
of better times. These ‘two cases’ can 
not be distinguished at the home office 
generally. It is extremely difficult, 
therefore, to phrase any letter or circu- 
lar which will meet each situation 
equally a swell. Hence the necessity of 
suggestion rather than open attempt at 
persuasion.” 


Tells Uses of Policy 


The bureau classifies the records of 
reducing the excessiveness of the loan- 
ing privilege under three heads. The 
first is “by the manner of selling the 
policy.” The Bureau here says that 
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"the agent who sells the life insurance 
policy is actually selling certain uses for 
that policy. It is likely that a large per- 
centage of policy loans are brought 
about in the last analysis by the agent’s 
vivid presentation in the sale of the use- 
fulness of the policy for that purpose. 
There are unquestionably some agents 
whose methods equally clearly tend in 
exactly the opposite. Some agents in- 
crease loans by talking constantly of 
them, others prevent their use either 
by omitting all reference to them or 
mentioning their dangers and disadvan- 
tages. The reference to their dangers 
seem clearly to render the largest serv- 
ice.” : 

Effect of Loan Provision 

The second means of reducing loans is 
“py the loan provisions themselves.” A 
man in need of money will turn to the 
readiest and easiest means of borrow- 
ing. A loan on his life policy quickly 
occurs to him because of its five con- 
venient features—ease, quickness, se- 
crecy, liberal repayment terms and in 
some cases low interest rates. Com- 
panies are by no means uniform in the 
ease at which policy loans are obtain- 
able. Companies can legitimately re- 
quire certain things of applicant before 
granting a loan. 

Five companies, according to the bu- 
reau, issue to all policyholders informa- 
tion and warnings about policy loans. 
These vary from the use of a paragraph 
or two in the annual report to policy- 
owners to articles on that subject in 
policyholders’ issues of the company 
publication. Many companies, however, 
feel that a general educational cam- 
paign on policy loans will have a ten- 
dency to increase loans. Experience has 
indicated to these companies the wis- 
dom of not referring to the policy loan 
provision prior to the request for loans, 
thus avoiding bringing to the attention 
of policyowners that which otherwise 
might be overlooked by them.” 


Using Persuasion Method 


The fourth way of checking loans is 
by influence exerted when the loan is 
first requested. This may be done 
through correspondence from the home 
office or through the local agency. It is 
a common practice, chiefly among the 
smaller companies, to send to the loan- 
seeking policyowners some form letters 
or personal letters aimed to discour- 
age undue loaning on the policy and 
suggesting the avoiding of the loan if 
possible. If the policyholder has not 
exactly stated the reason why he needs 
the loan, the company may ask him and 
offer to counsel him in the light of his 
financial situation. 


Urge Early Repayment 


In all cases, of course, the request 
of the insured is complied with, even 
though contrary advice may be given. 
The further step taken, if the loan is 
actually taken, is to point out the ad- 
visability of early repayment. Among 
the larger companies the agency’s cash- 
ier and field men are often utilized to 
regulate borrowing on policies. Some 
of these companies regularly give in- 
formation to the field organization from 
time to time so that they can more 
effectively become the real financial 
counsellors to their clients. 





Mutual Life’s Wisconsin Meeting 


Wisconsin representatives of the Mu- 
tual Life of New York attended the 
annual convention at Milwaukee Satur- 
day. About 75 men from all parts of the 
state attended. Darby A. Day, manager 
of the Mutual Life in Chicago, spoke at 
a dinner Saturday night. Bruce Whit- 
ney, Milwaukee manager, welcomed the 
delegates. During the morning Harvey 
P.. Ingham, Milwaukee, superintendent 
of agents for the Wisconsin agency, and 
Gifford T. Vermillion of Milwaukee 
spoke. At a business session Saturday 
afternoon new officers for the field club 
of Wisconsin agents were as follows: 
Arthur A. Jones, Fond du Lac, presi- 
dent; A. S. Ryan, Delavan, vice-presi- 
dent; and George O’Gorman, Milwau- 
kee, secretary. 


GIVES YEAR’S RESULTS 


TRAVELERS IS D. C. LEADER 
Figures From Superintendent Burt 
Miller at Washington Show New 
Business and Total in Force 





WASHINGTON, D. C., May 29.— 
Superintendent Burt A. Miller of the 
District of Columbia insurance depart- 
ment has drawn up a preliminary state- 
ment on the life business in the district 
in 1922 by companies. The report 
shows the Travelers as the leader in 
new business issued last year, its figure 
being $6,312,278. The Metropolitan is 
next, with $3,590,048 ordinary and $5,- 
001,639 industrial. The Equitable of 
New York is third in ordinary, with $3,- 
363,458, and the New York Life follows 
with $3,073,240. The Prudential is sec- 
ond in industrial, with $3,091,676, its 
ordinary production being $2,480,- 
920. In ordinary in force the Metro- 
politan leads, the Travelers is second 
and the New York is third. The figures 
by companies are as follows: 





Acacia Mutual...... $2,366,891 $9,128,800 
Aetna Life.. ...... 364,149 1,888,075 
American Natl...... ...-.. 32,000 
Atlantic Life ....... 141,500 732,310 
Baltimore L...(Ord.) 16,500 74,36 

Baltifore L....(Ind.) 363,515 1,482,649 
Bankers, Iowa...... 988,07 3,783,942 
Bankers Life, Neb.. 1,000 38,000 
Berkshire Life ..... 292,204 1,500,058 
Cloverleaf L. & Cas. 4,700 10,700 
Columbian N..(Ord.) 220,905 471,955 
Columbian N... (Ind.) 395 39 

Columbus Mutual... 71,500 191,500 
Connecticut Gen.... 307,000 1,048,500 
Conneticut Mutual.. 74,342 4,522,525 
Continental Assur... 1,979,513 3,653,141 
Continental L., Del.. 144,03 498,061 
Equitable Life As. 3,363,458 16,130,231 
Equit. L., D. C.(Ord.) 68,250 1,861,224 
Equit. .D.C.(Ind.) 1,660,254 7,274,316 
Eureka, Md... .(Ord. 160,500 298,950 
Eureka, Md...(Ind.) 918,413 2,401,577 
Equitable, Iowa..... 112,000 106,429 
Fidelity Mutual..... 532,803 1,864,443 
Guardian, N. Y...... 175,010 1,025,789 
Home Life, N. Y.... 448,632 2,799,568 
Jefferson Standard.. 83,000 296,802 
John Hancock Mut.. 259,922 4,859,717 
L. Ins. Co., Va.(Ord.) 311,140 1,201,756 
L. Ins. Co., Va.(Ind.) 648,229 2,986,626 
Manhattan Life .... 23,406 81,374 
Maryland Assur..... 22,036 32,180 
Maryland Life...... 38,000 174,425 
Metropolitan..(Ord.) 3,590,048 25,969,759 
Metropolitan. .(Ind.) 5,001,639 26,638,350 
Mutual Benefit ..... 1,336,142 9,500,313 
Mutual Life, N. Y... 1,919,318 16,041,11 

Massachusetts Mut.. 1,743,000 6,371,687 
Missouri State ..... 79, 16,707 
Natl. Life, U.S.A... 1,008 72,127 
National Life, Vt... 1,267,681 4,168,915 
New England Mut.. 942,225 5,991,326 
New York Life... 3,073,240 16,602,738 
Natl. Benefit. .(Ord.) 45,750 161,250 
Natl, Benefit...(Ind.) 470,790 981,214 
No. Carolina Mut... 66,587 323,441 
Morthonsterm Late...  ceeoses __ cesese 
Northwestern Mut... 1,338,523 14,566,459 
Our Home Life..... 547,000 709,634 
Provident L. & A... 4,000 4,000 
Provident Mut....... 1,043,854 5,126,921 
Prudential....(Ord.) 2,480,920 13,786,206 
Prudential....(Ind.) 3,091,676 18,880,737 
Phoenix Mutual .... 346,594 2,523,936 
Philadelphia Life... 48,132 190,513 
Penn Mutual........ 1,232,161 10,903,166 
Pacific Mutual ..... 569,654 1,551,141 
Reliance Life....... 216,511 585,828 
State Mut., Mass.... 467,218 2,116,81 

Standard Life, Ga... 628,609 1,478,771 
Travelers 312,278 19,932,638 
United L. 58,500 42,85 

Union Central ..... 2,018,038 7,618,883 
Union Natl. Life.... «......- 22,500 


Discuss Insurance Advertising 


A number of men connected with in- 
surance advertising departments of big 
eastern insurance companies will hold 
an informal meeting June 6 at Atlantic 
City during the annual convention of 
the Associated Advertising Clubs. Ad- 
vertising managers of fire, life and 
casualty companies will be in attend- 
ance. Some of the subjects which will 
be discussed are: Effective and Eco- 
nomical Distribution of Booklets; Effi- 
cient Use of Advertising Specialties; 
Adaptation of Film Advertising to In- 
surance; Reducing Selling Costs With 
National Advertising; Sales Cooperation 
With Direct Mail Advertising. This 
meeting is intended only as a beginning. 
It is hoped that it may result in a 
periodical get together on the part of 
those interested in the advertising end 


PROTECTION IS NEEDED 


BENEFICIARY IS ENDANGERED 





C. Petrus Peterson Says Installment 
Settlements Should Be Safeguarded 
From Creditors 





The value of installment settlement 
of life policies was emphasized in the 
paper read by C. Petrus Peterson, gen- 
eral counsel for the Bankers Life of 
Nebraska, before the meeting of the 
Life Counsel at Milwaukee last week, 
but a warning was sounded of the dan- 
gers that are in the path of happy settle- 
ment under this plan. Mr. Peterson 
said that, as the sales of life insurance 
for the creation of a trust and a perma- 
nent estate are increasing in size and 
importance, this must be carefully 
watched, as there are numerous con- 
tingencies that may uproot the inten- 
tions of the deceased policyholder. He 
said that if insurance is sold to take the 
place of the pay check, companies 
should endeavor to make the representa- 
tions good. Citing numerous legal 
decisions on this matter, Mr. Peterson 
summarized his views on the protection 
of proceeds of installment settlement 
contracts against the claims of creditors 
of the beneficiary with the following 
eight points: 

Watch Commutablility 


1. Installment settlements which the 
beneficiary can commute are available to 
creditors of the beneficiary. 

2. Inhibition upon commutation does 
not render unpaid and undue install- 
ments exempt from claims of creditors. 

3. Judicial precedent is insufficient to 
indicate that unpaid installments made 
unassignable are immune from creditors 
claims. 

4. Limitations upon equitable estates 
to the effect that the proceeds thereof 
shall be free from the interference or 
claims of the creditors of the beneficiary 
are held valid generally in the United 
States and fully recognized by the 
United States Supreme Court. 


Provision Is Sustainable 


5. An installment settlement policy 
carried by the insured for the benefit of 
some one other than himself possesses 
all the elements of a trust estate, and, 
by analogy, a provision for immunity 
from claims of creditors should be sus- 
tainable. 

6. Such provision should prohibit 
commutation, anticipation, and assign- 
ment and specifically provide that the 
proceeds shall be free from interference 
or control by creditors of the bene- 
ficiary. 

7. The form of language used should 
be made reasonably uniform among the 
companies as an aid in getting uni- 
formity in judicial interpretation. 

8. The procedure outlined can be 
followed only in jurisdictions which 
follow the American doctrine permitting 
limitations on equitable estates. 


International’s Record Day 


May 18 was the largest day in the 
history of the International Life, the 
agents of that company writing $1,327,- 
500 as a tribute to W. F. Grantges who 
has charge of the agents for the com- 
pany. May has been set aside as Grant- 
ges month and an effort is being made 
to produce the greatest month’s business 
in the company’s career. The best pre- 
vious day was set in May, 1922, Bab- 
ler Month, when $810,000 was written 
in 24 hours. 

Up to May 21 this year $29,400,000 
has been written compared with $17,- 
600,000 for the same period last year. 


New Texas Company 


The Ennis Mutual Life Association is 
being organized by J. H. Henderson at 
Ennis, Tex. Dr. W. P. McCall has been 
selected as medical adviser, but other 





of the insurance business. 





officers have not been announced. 


SEE EFFECT IN FRANCE 


LIFE INSURANCE CONDITIONS 





Courts Hold Companies Not Required 
to Pay In Currency of Their Home 
Governments 





WASHINGTON, D. C., May 30— 
A report as to the effect upon life in- 
surance in France by the depreciation 
of the franc was recently made to the 
State Department at Washington by 
Consul General A. M. Thackara located 
in Paris, France, at the request of the 
insurance department of the Chamber 
of Commerce of the United States. 

The question has been raised as to 
the payment of premiums and settlement 
of claims on life insurance policies in 
France which may have been contracted 
on a gold basis. It may be stated that 
neither French nor foreign companies 
operating in France write policies pay- 
able in gold. Further it may be added 
that no American life companies are 
accepting risks in France today. 

By a law dated Aug. 5, 1914, the 
French Parliament enacted a measure 
making it compulsory to accept the 
notes issued by the Bank of France at 
par for gold. Consequently insurance 


pre-war policies, have been and are be- | 
ing legally made by means of these 
notes. 


formerly operating in France, which | 
had contracted a policy payable in gold 
was obliged by the French courts to 
settlé the claim in the nearest equivalent 
to gold, namely by draft on New York. 


Pay in French Currency 


Numerous attempts have been made | 
by French holders of policies in foreign 
companies to force the companies to | 
meet the policies falling due in the cur- 
rency of the country in which the head- | 
quarters of the company are located, 
particularly in respect to Swiss com- 
panies. In view of the fact, however, | 
that the insured persons have taken ad- | 
vantage of the terms of their policies to 
pay their premiums in French francs. 
which are heavily depreciated in rela- 
tion to Swiss currency, the courts have 
decided that the companies are entitled 
to pay the sums agreed upon in the 
policies in the currency of France. 


Effect on French Securities 


The question has likewise been raised 
as to the effect of the depreciation 0! 
the franc upon French securities. This 
may be summed up by dividing French 
securities into two categories, those 
bearing a fixed rate of interest, and 
those bringing a variable dividend such 
as the ordinary stock of industrial cot 
cerns. In the former case, the increas¢ 
in the interest rates paid since the world- 
war has decreased the pre-war quota- 
tions on low-interest bearing bonds t0 
a level at which the capital invested 
therein today will bring in approx 
mately the rate of interest prevalent ™ 
the market at the present time. As a 
example might be quoted the French 
3 percent Rentes which, prior to the wat 
were quoted about 87.50, thus yielding 
about 3.43 percent, whereas today the 
same bonds are quoted at about % 
which is equivalent to 5% percent. . 

French securities bringing in a vat 
able income, such as common stock ™ 
industrial enterprises, have not suffer 
this depreciation, inasmuch as circum § 
stances have permitted the intereste® 9 
companies to earn profits proportiot 
ately higher as the franc has deprect 
ated. Their value from a capital poi 
of view, depends entirely on the earning 
capacity of the company. and they have 
in many instances shown an importa™ 
increase, in value since 1913. 





" 
The Philadelphia agency of the Per 
Mutual Life, headed by Clarence 
Schonck, enjoyed its semi-annual on 
ing and dinner last Friday at the Pa 





County country club, Langhorne, 








payments due in gold, particularly on | 


It is understood, however, that | 
in one instance, an American company | 
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MARYLAND AGENTS HAD 
BALTIMORE CONGRESS 


Graet Sales Conference Staged by 
Local Association Last 
Week 


E. A. WOODS WAS SPEAKER 


More Than 500 Agents from Maryland 
and District of Columbia Were 
in Attendance 


BALTIMORE, MD., May 28.—The 
fifth Maryland and District of Columbia 
congress of life underwriters was held 
here Thursday. More than 500 insur- 
ance men and women heard five na- 
tional leaders reveal the secrets to which 
they attribute their success as under- 
writers and left determined to apply 
the notes they had taken to their own 
practice. 

The convention was opened by Er- 
nest J. Clark, president of the local as- 
sociation. The Rev. Morris Lazaron, 
rabbi of Madison Avenue Temple, de- 
livered the invocation. The delegates 
were welcémed by F. Highlands Burns, 
president of the Maryland Casualty. 
This was followed by an address by 
Edward A. Woods of Pittsburgh, Pa., 
who spoke on “Scientific Life Under- 
writing. 

E. 


A. Woods’ Address 


Twenty years ago a Russian emissary 
in search of a government loan “passed 
up” the United States because he said 
Americans put all their money in life 
insurance, Mr. Woods said. This only 
has served to emphasize the mania for 
life insurance which is peculiar to Amer- 
icans. 

“Few people realize,” he said, “that 
Americans buy more life insurance than 
the people of all the rest of the world 
combined. More than 76,000,000 poli- 
cies now are in force in the United 
States and figures compiled a short time 
av. reveal that Americans have more 
than $61,000,000,000 invested in them as 
against $21,000,000,000 for all the rest 
of the globe.” 

_According to Mr. Woods this situa- 
tion is not a mere matter of chance nor 
is it due to American pioneering in the 
field. He has been in the “game” 43 
years and declares that the underlying 
reason is unchanged even today. Amer- 
ican “get-to-it” spirit, he declares, is 
Tesponsible for the enormous number 
ot policies issued in this country. 


Compares Foreign Methods 


. “A few years ago,” he said, “I walked 
into the main office of one of the largest 
ité insurance corporations in London. 
Before making myself known one of the 
office attaches spotted me as a prospec- 
tive customer and launched his sales 
talk something after this manner: 

‘Well, if you came in to discuss ef- 
fecting some life insurance I should tell 
you that you may arrange to see our 
Physician, and his office hours are from 
11 o clock to 2 every other Tuesday.’ 

I believe you will agree with me that 
the United States never would have 
taken the lead under such a casual, in- 
different method as this, And I also be- 
lieve this to be the underlying cause of 
the situation which really exists. 

he European waits for his cus- 
tomer to search him out. He has few 
agencies and these are ultra-conserva- 
tive. But, the American! He isn’t sat- 
ae until he has carried his wares 
— to the prospect, regardless of in- 
Crest or invitation. He literally ‘makes 
up the customer’s mind for him.’ 
“a there are 150,000 men doing this 
poo of thing in America today. It’s 
nly another way of measuring the in- 





SALES ARE BOOMING 


BUSINESS INSURANCE POPULAR 





Middle West Agents Enjoy Notable 
Increase in Sales, Due to Business 
“Nervousness” 





Life insurance offices throughout the 
middle west are reporting at this time a 
notable increase in the sale of business 
insurance, or life insurance written on 
the chief executives in either corpora- 
tions or partnership for the protection 
of the business. This particular class of 
life insurance appears to be enjoying 
even a greater boom than ordinary. 
Sales are being closed in large volume. 
It is largely creditéd by those who are 
closing the deals to the general tone 
in the business market at this time and 
indicates that there is somewhat of a 
tendency for business insurance to fol- 
low business cycles. 


Follows Business Cycles 


At this time the business men are 
closely watching the future, somewhat 
apprehensive of days that are not as 
bright as the present. Where partner- 
ships and corporations could not be 
sold on the advantage of some business 
life insurance during the winter and 
early spring, they are now seeking out 
this cover of their own will. Business 
is not looking forward to an especially 
prosperous winter. Strikes are threat- 
ened in all lines of business and is gen- 
erally feared that the coming winter 
will closely follow the conditions of 
1921, when all branches of industry 
were affected by strikes either local or 
national in scope. The present tendency 
for prices to skyrocket and labor to 
make increasingly insistent demands 
for wage increases appear to be follow- 
ing the stage of business experienced 
during 1920 and 1921. The conserva- 
tive practices of business of the past 
year seem to be losing out in favor of 
the more dangerous practice of pyra- 
miding prices and costs. Credit offices 
are somewhat apprehensive as to future 
conditions. 


See Business “Nervousness” 


On the whole there seems to be a 
business “nervousness” that offers the 
life insurance salesman an easy access 
to the executives’ offices on the mission 
of protecting the business through busi- 
ness insurance. When business men 
feel that all is not calm and smooth 
ahead they are more willing to consider 
the possibility of loss and are more 
easily told of the dangers facing the 
house unprotected against the loss of 
its chief executive or leading spirit. 
This has been seen in former similar 
periods and business insurance experts 
see in the new boom a further proof 
that business insurance sales -closely 
follow the business cycles. Those sell- 
ing this class of life insurance are now 
driving into their work with new vigor 
and expect to see record sales on this 
branch before the year is finished. 








itiative and ingenuity of the American 
and his methods.” 

The other address during the session 
was made by Dr. John A. Stevenson of 
New York. who talked on “Meeting 
Objections.” A 25-minute discussion on 
the two addresses followed, after which 
a luncheon was served. 

Other speakers were Arthur W. Def- 
enderfer, president of the District of 
Columbia Life Underwriters’ Associa- 
tion; Robert F. Moore, home office gen- 
eral agent of the New England Mutual 
Life, Boston, “Consistent Production”; 
Paul F. Clark. home office general agent 
of the John Hancock Mutual Life. Bos- 
ton, “Agency Building”; and Charles 
C. Gilman of the Boston General 


Agency, National Life of Vermont, on 
“Selling by Exposure.” 





WATCH LOST POLICIE 


——— 


COMPANY PRACTICE DIFFERS 





R. E. Henley, in Paper Read Before 
Life Counsel at Milwaukee, 
Analyzes This Feature 


The practices of 31 of the leading 
life insurance companies on the matter 
of settlements under the lost policies, 
as well as the principles of law affecting 
this question, were outlined by R. 
Henley, attorney for the Life Insurance 
Company of Virginia, speaking before 
the meeting of the Life Counsel at Mil- 
waukee last week. Mr. Henley had de- 
tailed information regarding the prac- 
tices of the 31 companies to whom he 
had sent questionnaires. He found that 
11 of the 31 companies will not issue 
duplicate policies, but upon the proper 
showing will issue copies or certificates 
of loss or certificates of insurance. 
Having issued copies or certificates, five 
of the 11 require bond in case of some 
future settlement, whereas six require 
only the production of the copy or cer- 
tificate. Twenty companies under cer- 
tain conditions will issue duplicates for 


lost policies, though many of them at- 
tempt to satisfy the insured with 
copies. 


Many Require Bond 


Of these 20, 11 require bond and nine 
do not. This bond is an indemnity 
bond with surety, either personal or 
corporate. Some of the companies hav- 
ing the bond requirement will waive it, 
when the amount of the policy is below 
a certain sum or where the person of 
the policy is established beyond a rea- 
sonable doubt. 

Of the 11 companies which refuse to 
issue duplicates, four require a bond in 
order that the insured may obtain a 
policy loan. Two of the remaining 
seven do not require the production or 
deposit of the policy for this purpose 
and five will accept the copy or cer- 
tificate. One company endeavors by 
every possible means to avoid granting 
a policy loan where the original policy 
cannot be produced. Of the 20 com- 
panies which issue duplicates the re- 
quirement or nonrequirement is the 
same in cases of cash settlement as in 
the issuance of duplicate policies. 

Experience Is Favorable 


Mr. Henley said that considering the 
many policies which were lost and mis- 
laid every year, the experience of the 
companies has been favorable. The 
companies generally state that lost poli- 
cies have caused them much annoyance 
and embarrassment, but only one of the 
31 companies reported a loss by reasofi 
of the issuance of a duplicate policy. 
Only a few companies have suffered liti- 
gation and no company reported that 
its right to require bond has been con- 
tested in court, though 16 of the 31 
companies make the requirement. Mr. 
Henley went into considerable detail 
on the principles of law affecting lost 
policies and then summarized the safe- 
guards to be taken when an insurance 
company is called upon to issue a dupi- 
cate policy as follows: 

1. Require a further and thorough 
search for the supposedly lost instru- 
ment. 

2. An affidavit of loss executed by 
the insured, the beneficiary, the as- 
signee and any other person shown by 
the company’s records to have an in- 
terest in the policy, which affidavit 
should contain the statement that no 
sale, hypothecation or assignment of the 
policy has been made except as noted, 
and that no other person has any in- 
terest in the policy. 

3. An application for the duplicate, 
or copy of policy, or certificate of loss 
as the case may be. 

4. If a duplicate is to be issued, an 
agreement by said parties to surrender 
all their rights in the original policy, 
and to deliver it to the company for 
cancellation if it is found, 





MEDICAL DIRECTOR ON 
SUB-STANDARD RISKS 


Official Speaks from the Stand- 
point of the Companies of 
Moderate Size 


DANGERS POINTED OUT 


Declares That the Men in the Field 
Are Bringing Much Pressure 
to Bear 


NEW YORK, May 28.— Nearly 
every life company in the east is go- 
ing further and further into the writ- 
ing of sub-standard Irre- 
spective of size, the companies in all 
of the eastern cities are regularly ex- 
perimenting with various classes of 
impaired risks. The writing of under 
average cases has increased markedly 
during the past two years. Companies 
which would have declared a_ short 
time ago that their size did not justify 
them in handling sub-standard cases are 
now engrossed in the problems that the 
writing of under average lives brings. 

Some Medical Directors Opposed 


business. 


One phase of the development of 
sub-standard business that is often 
nothing less than amusing is the fact 
that the medical director of a company 
that is going more deeply into the sub- 
standard field is very often quite op- 
posed to the idea. This is especially 
the case with the medical man with a 
medium sized company of which there 
are many. The medical heads of the 
more moderate sized institutions feel 
that they are being pushed too hard. 
As one said the other day, “While I 
recognize that we will gradually have 
to get into the sub-standard game I 
do not see why there should be such 
a rush about it. I am not advocating 
it and neither is the actuary. We are 
being pushed by the agency department. 
The agents are demanding that we de- 
cline fewer cases. The heads of our 
agency department are feeling this pres- 
sure from the field. Consequently they 
are doing every thing they can to con- 
vince the actuary and me that we will 
gain very little by going slowly. They 
argue that every company will soon 
have to be writing sub-standard busi- 
ness on a full fledged basis, and that 
we might as well jump in now and 
take the cold plunge. 


Comes From the Field Men 


“For my part I believe all of this 
hue and cry about the writing of im- 
paired risks comes from the men in 
the field, and not necessarily the best 
agents at that. As I see it the agency 
departments of companies have at- 
tached too much importance to the 
complaints of recalcitrant agents, men 
who are not the highest type of pro- 
ducers, and who think that a company 
should write every piece of business 
that they send in. Certainly competi- 
tion is forcing the hand of every com- 
pany on the sub-standard question. 
Medical and actuarial departments are 
being urged to assume a more liberal 
attitude. The watchful waiting policy 
is being frowned on. The executives of 
our own company tell me every week 
or so that we cannot afford to fall be- 
hind the procession, and we cannot 
wait 10 or 15 years to study the experi- 
ence of the New York Life or the 
Prudential or the other companies that 
are in the sub-standard business in a 
big way. The officials here tell me 
that we will have to make our own 
experiments and surveys, and that we 
cannot afford to sit idly by and watch 
others write the business that we might 
as well be getting. 


“T don’t like this. I think because 
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YOUR OPPORTUNITY! 


The Public Savings Insurance 


With a full Company—with over $60,000,000 
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65 years Are you the right man? 


Are you a man of strong charac- 
ter and untiring energy? Are you 
ambitious, determined to succeed, 
and can you take hold of an unus- 
ual opportunity and make the 
most of it? This substantial 
company needs strong representa- 
tives. It stands behind every 
man doing its work, and every 
man is advanced as he demon- 
strates his fitness to do so. If you 
are the right man write at once 
for complete details. 


Address Inquiry Today 
W. Scott]Deming 


Second Vice-President and Agency Manager 
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sO many companies of about our size 
are being forced into the sub-standard 
business the mortality cannot help but 
increase. There is no arguing around 
the fact that the added attention that 
the writing of sub-standard business is 
getting is of the greatest significance. 
Yet it has always struck me that here 
is a field that should be left to the 
larger companies, at least so far as the 
experimental work is concerned. I do 
not see why so many small companies 
should be forced-into the game. It is 
the keen competition that is doing it. 
What this or that company is doing 
seems to weigh very heavily with the 
officials of all competing companies. 
Perhaps it is beyond the medical or 
actuarial man to understand the work- 
ings of the mind of those in charge of 
agency departments.” 


Attitude of Small Companies 


Other medical men make the point 
that the experience of the New York 
Life, which has been freely distributed 
to all who have asked for it is not 
necessarily applicable to a smaller com- 
pany. That is, the New York Life can 
afford to write certain kinds of under 
average cases that could not possibly 


be undertaken by companies with 
much more limited resources. Small 
companies, broadly speaking, should 


confine themselves to the mildest sort 
of impaired risks. The medical direc- 
tor of a moderate sized company re- 
marked the other day that his com- 
pany could not afford to undertake the 
writing of any case where there was a 
past record of ulcer of the stomach, 
or syphilis or certain forms of heart 
disease. He said that some of the vari- 
ous classes that he had to put on the 
prohibited list were shown as profitable 
by the New York Life under its plan of 
writing sub-standard business. 

Gets a Broad Average 


“The New York Life shows a fa- 
vorable experience under its cases for 
the quite simple reason that it is able 
to get a broad average,” commented 
this medical director. “It has writ- 
ten these cases broadly, and the risks 
with which it has been lucky have off- 
set those which have resulted unfavor- 
ably. In other words there have been 
enough cases of each kind put on the 
books so that the company has been 
able to strike a general average. The 
smaller company has no such oppor- 
tunity. It might perhaps write three 
or four cases which would show a de- 
cidedly unfavorable experience. It might 
then miss the writing of a number of 
cases destined to show some company 
a favorable experience and pick up 
again with half a dozen more bad cases. 
In this way, and by writing restrictedly 
a small company might easily acquire 
a most disastrous record on any one 
class of impaired risk. That is why I 
sav that the sub-standard field, except 
for the milder forms of impairments, is 
properly one for the larger company.” 


Davenport Agency Meeting 


The annual meeting of the Davenport 
agency of the Mutual Life of New York, 
covering 23 counties in Iowa and 22 in 
Illinois, was held at the Davenport head- 
quarters last week with a full day ses- 
sion, headquarters being the Blackhawk 
hotel and the Chamber of Commerce. 
Thirty-five agents attended and with 
excellent talent there were some very 
interesting papers and discussions. Man- 
ager A. W. Brown presided, and there 
was an exceedingly instructive talk by 
Dr. G. M. Middleton, the company’s 
medical referee. 

An active field club was organized 
with the following officers: President: 
A. W. Van Houten, Davenport, Ia.; 
vice-president: H. W. Peterson, Gales- 
burg, Ill.; secretary: Ernest East, Pe- 
oria, Ill.; executive committee: C. W. 
Keyser, Iowa City, Ia.; H. C. Gladfel- 
der, Burlington, Ia. A meeting of these 
officers followed the evening program 
and it was decided this organization 


wonld sponsor a semi-annual meeting 
in October. 





LIFE COUNSEL MUSTER 


MEETING HELD IN MILWAUKEE 
Notable Papers Were Read by Promi- 
nent Attorneys—Members Were En- 
tertained by Local Companies 





MILWAUKEE, WIS., May 26.— 
About 25 members of the Association 
of Life Insurance Counsel attended the 
semi-annual convention of that body 
here on May 24-25. Sessions were pre- 
sided over by John L. Wakefield, of the 
John Hancock, president of the associa- 
tion. President Wakefield called the 
convention to order on Thursday after- 
noon, the opening number being a dis- 
cussion of legal aspects of the Herrin 
massacre by Follett W. Bull, Chicago, 
general counsel for the Security Life. 


Judge Hinebaugh’s Paper 


W. H. Hinebaugh, general counsel of 
the Central Life, of Ottawa, IIl., fol- 
lowed Mr. Bull with a talk on “When 
the Beneficiary Murders the Insured: 
What Becomes of the Proceeds of the 
Policy?” bringing out many facts in 
connection with such cases tha* are not 
generally known. Robert E. Henley, 
attorney for the Life Insurance Com- 
pany of Virginia, spoke on “Settlements 
Under Lost Policies.” The meeting was 
also addressed by Frank G. Hodskins, 
counsel of the Massachusetts Mutual 
Life, discussing “Divorce as Affecting 
Right to Proceeds; Henry W. Price, 
counsel of the Illinois Life, on “Federal 
Estate Tax on Life Insurance.” “Pro- 
tection of Proceeds of Installment Set- 
tlement Contracts Against Claims oi 
Creditors of the Beneficiary” was dis- 
cussed by C. Petrus Peterson, counsel 
for the Bankers Life of Nebraska. 

Delegates Were Entertained 


A dinner and entertainment were 
given for members at the Wisconsin 
Club on Thursday, preceded by an 
automobile ride about the city. An 
operetta staged by members of the 
Northwestern Mutual Life Clerk’s As- 
sociation was given in the auditorium 
of the home office building. This enter- 
tainment, as well as all convention de- 
tails not specified on the regular pro- 
gram, was handled by a committee con- 
sisting of Lawrence Olwell, Old Line 
Life, and George Lines and M. J. Cleary 
of the Northwestern Mutual Life. 

On Friday evening delegates were en- 
tertained at a banquet at which Presi- 
dent Wakefield acted as toastmaster 
Job B. Hedges, general counsel for the 


Association of Life Insurance Presi 
dents; Herbert N. Laflin, associate 
counsel of the Northwestern Mutual 


Life, and Rev. C. H. Beale of the Grand 
Avenue Methodist Episcopal Church, 
Milwaukee, were speakers at the ban- 
quet. 








“Ad” Club Honors Insurance Men 

Insurance was well represented att 
annual meeting of the Hartford Adver 
tising Club. J. W. Longnecker, adver 
tising manager of the Hartford Fire, 
was elected president; Clarence T. Hub- 
bard of the Aetna Life, first vice-prest 
dent, and Dan Frazer of the Travelers. 
secretary. Leon Soper of the Phoenix 
Mutual Life, past president, was made 
director, also T. D. Faulkner, local ™ 
surance representative. 


he 


Reliance Life’s Anniversary 


The Reliance Life of Pittsburgh cele- 
brated its 20th anniversary this month. 
It is a company that has made rea 
progress. It has a live organization, 
has forced ahead in admirable style an 
has made a name for itself. There - 
three men now on the official staff tha 
were with it when it started, they G. 
ing Vice-President and Secretary H. 1 
Scott, Assistant Treasurer W. J. —_ 
grass, Assistant Secretary and Acten? 

Jamison. It now ranks 25th © 
size among the old line companies. W! 
over $238,000,000 life insurance 1 force. 
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MUTUAL LIFE MEETING 





ARKANSAS AGENTS CALLED IN 





Forty Agents from Over State Attend 
Session at Little Rock, with G. D. 
Dixon Presiding 





LITTLE ROCK, ARK., May 26— 
George D. Dixon of Little Rock, Ark., 
manager of the Mutual Life of New 
York, presided at a meeting of 40 rep- 
resentatives Friday. He spoke on the 
Little Rock agency and its accomplish- 
ments. 

“Cooperation in the Building of an 
Agency” was the subject of a talk by 
F. E. Lelaurin of Little Rock, super- 
intendents of agents. R. M. Owen of 
Wynne, district manager, spoke on “Life 
Insurance Salesmanship.” “Business 
Life Insurance” was the subject of 
James B. Miles of Little Rock. V. B. 
Alexander of Pine Bluff spoke on “Dif- 
ficulties” and Mrs. Nora Dixon of Para- 
gould also talked on insurance subjects. 
Durant Whipple, Little Rock, and C. W. 
Beale, Hope, took as their subjects 
“How to Overcome Difficulties.” Mrs. 
Mary J. Nowland of Pine Bluff talked 
on the “Arguments Employed by Va- 
rious Classes of Men,” after which there 
was a general insurance discussion. 


Why Correct Weight 
Is Held Necessary 


HE Phoenix Mutual Life, in discus- 

sing why actual weight by scales is 
necessary says that where the appli- 
cant gives his weight as a_ certain 
amount it is very likely to be wrong. 
Recently an examination was made at 
the residence and the applicant gave his 
weight as 210 pounds. The actual 
weight was 240 pounds. The Phoenix 
Mutual says on this subject: 

“From an underwriting standpoint a 
discrepancy of 30 pounds or even five 
or ten pounds is of great importance in 
considering the overweight group and 
while we dislike very much to delay our 
cases by writing back for the exact 
hgures, we know our field representa- 
tives will appreciate the necessity for 
accurately underwriting these groups. 
Otherwise, the attempt to classify over- 
weight risks would be fruitless.” 


Taylor Is Philadelphia Speaker 


Charles G. Taylor, vice-president and 

actuary of the Atlantic Life of Richmond, 
Va., was the principal speaker at a meet- 
ing of the home office Plico Club of the 
Philadelphia Life last week. Mr. Taylor 
emphasized that insurance today is a 
real profession and that the south as 
well as the north has awakened to the 
need of rendering helpful service to the 
msured. “No first-class agent is con- 
tent to consider his work as just a 
means of making money,” Mr. Taylor 
said. “He thinks of the needs of the 
insured and how he can best represent 
the opportunities that insurance offers.” 
_ Other speakers were W. L. Megary, a 
former president of the club, and H. P. 
Franklin, a new member. Both dis- 
cussed “How to Interest the Prospect 
Who Says He Is Loaded Up with In- 
surance,” their point being that there 
are many ways in which a man who 
thinks he is loaded up can be shown he 
has unfulfilled needs that insurance 
alone could fill. The agent no longer 
merely sells protection, he is an adviser 
as to the best form of protection for the 
individual. 
. Miss Caroline Katzenstein, a Plico, 
formerly Pennsylvania executive secre- 
tary of the National Woman’s Party, 
read a number of news items from The 
National Underwriter. 


a, R. W. Ashley, formerly a captain 
to en United States Army but assigned 
aa 7 British forces during the war, 
> =e ge appointed medical referee in 
amen of all southern California busi- 
+> of the Mutual Life of New York. 
to th Position demands all of his time. 

e exclusion of any private practice. 
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The Story of Joseph 


This is NOT the story of JOSEPH, who was sold by 
his brethren into Egypt; who later escaped the wiles of Mrs. 
Potiphar, leaving his coat behind; whom Dr. Talmadge in 
his immortal sermon called the first Life Insurance man. 


NO, it is the story of JOSEPH MURAS, who has writ- 
ten ONE APPLICATION FOR EVERY WORKING 
DAY FOR THE PAST THREE MONTHS, WITHOUT 
A SINGLE REJECTION. Every man carrying a rate 
book will appreciate this. There are few Life Insurance men 
who can boast of such an achievement. 


The success of Joseph Muras is not an accident. There 
are reasons. Here are a few of them: He has ability and 
works hard; we work and plan for him. He believes in the 
Pan-American; we believe in him and handle his business, 
with liberality. He is popular with his friends; we do every- 
thing possible to increase his popularity. He sometimes 
writes an application on an under-average life; we do not, 
reject it but place it through our Sub-standard Department. 
He often writes an application in competition and wants the 
policy quickly; we appreciate the situation and rush the 
policy to him. 

We take-hold hands with Joseph Muras and pull to- 
gether; we are both successful. It is half success to find out 
the cause of one’s difficulties; the other half is to stop them. 
Is that worth thinking of? 


We have a few General Agency openings. Our con- 
tracts are liberal. 


Address 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


NOTE:—Our advertisements are not designed to attract agents of other com- 
panies, but to inspire our fast growing new General Agencies to even greater 
efforts and instill pride in our company in the hearts of all our agents. Some- 
times we receive applications from sub-agents of other companies, whom we 
feel justified in promoting to General Agents, but we never make direct con- 


tracts with sub-agents of other companies. When our General Agents send. 


such contracts to us for approval, the agent’s company is corresponded with 
and given every possible consideration. 
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Capital $200,000 





6 bexa life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. MoRRISSETT, VICE-PRES. 


DAYTON, OHIO 

















Fourth Anniversary 


LIBERTY LIFE 
INSURANCE COMPANY 


OF KANSAS 
Liberty Life Building Topeka, Kansas 


The History of The Liberty Life Is a Record of Promises Kept 


As Is Evidenced By the Following Statement: 
Assets 


1 
June 30, 1922...... ae eee yp ee 
December 30, 1922 .. . . . $888,242.27 


May 5, 1923 ..... $1,038,314.56 


Insurance In Force 


J ~y 1928 bec cccccooconcesovcecooesseoocooososceces 000.00 
June 30, 1921... .. |.) 2....."$10,305,000.00 
| eee 


December 30, 1922 . . . $12,822,200.00 
May 5, 1923 .... $14,395,700.00 


Cash Paid to Policyholders and Beneficiaries Since Organization $129,726.25 
Dividends Paid to Policyholders $105,547.04 


From May 6, 1921, t. May 6, 1923, (the first two full dividend paying years of the 
Company), The Liberty Life of Kansas paid $56,406.00 more in dividends to its policy- 
holders than were paid by any other life insurance company during a similar period. 
Of the three companies paying the next largest amount in dividends during their first 
four years, one had a slightly larger amount of insurance in force and the other two 
companies had practically the same amount of insurance in force as The Liberty Life. 


Desirable Territories Available for Good Men. Write Home Office. 




















ND he is here for a great many 
A years we feel certain—many more 

years of quiet, intensive 100 per- 
cent usefulness. Here is a man who is 
mighty hard to lasso and “hog tie” so 
far as any line of publicity runs. The 
fact is that my experience has taught 
me in my literary work that the man 
who accomplishes results is not one to 
rush into print. 

I had a devil of a time to secure A. 
O. Eliason’s permission to tell the folks 
anything about himself, or his agency. 
In fact if an honest confession is good 
for the soul, I am confessing now that 
Manager E. A. Ferguson of the Union 
Central at Chicago hasn’t the slightest 
conception that this sketch of him is 
being written. If I or any one of you 
were to wait until we secured permis- 
sion from Mr. Ferguson to publish a 
story of his life insurance activities, it 
would never be written. 

* * * 

We talk about a composite picture; 
the blending in one likeness of a dozen 
men or women, revealing features that 
carry an accumulative line of strength 
and resources. 

The world today asks more than ever 
of achievement. The records are pretty 
closely scanned for evidence of ability. 
If there has been in the past no rec- 
ord of success, assuming that the as- 
pirant for a place in the sun has never 
tried his wings, the records will be 
scanned for a heritage of constructive 
ability through others affiliated with him 
who seeks success. If there is a life 
story of achievement through indomit- 
able purpose by reason of the harmon- 
izing of those relentless and inevitable 
twins,—courage and vision,—you will 
find them well balanced and well 
grounded in the 40 years of real service 
rendered by Edward A. Ferguson to 
the underwriting world. 

Of the “old school”—yes, and of the 
new school, certainly. We talk about 
old schools as if they were reminiscent 
of graveyards and past days, and meth- 
ods to be laughed over. But mind you, 
brethren, we are re-opening the old 
schools of past days, and bringing into 
those schools the pupils of today, and 
taking for our text the story of the 
twins—the never ending story—the re- 
lentless story—of those twins—Courage 
and Visiqn. 

* * 

Mr. Ferguson came upon the stage 
of life underwriting activities about the 
time American life insurance attained 
its majority, er a little later. There 
were no universities or scientific schools 
or “new methods” of teaching life in- 
surance salesmanship. It was a day of 
courage and vision as against, in many 
cases, superstitition, ignorance, preju- 
dice and a few other things. The poli- 
cies even contained a provision exclud- 


BY GAYLORD DAVIDSON I} 


VETERAN GENERAL AGENT OF CHICAGO 


An Estimate of the Character and Achievements of Edward A. Ferguson, 
Manager of the Union Central Life 








ing responsibility under “death at the 
hands of hostile Indians.” Small pox 
was the chief cause of death, if you 
read the policy very closely. 

* * * 

Up from these days of careful heroic 
building of life insurance, and not so 
many years ago at that, Edward A. Fer- 
guson has ‘advanced steadily with others 
of that honored guild until today he is 
happily and universally known as the 
nestor,—the dean—of the underwriting 
managers of the country. Why is it not 
an honor to him to say that he could 
have been president of the Union Cen- 
tral Life if he wished to accept that 
honor? He knew best for himself, how- 
ever, and in the scores of men—many 
of them veterans now in the Chicago 
field—under his unrelenting, kindly, con- 
servative and equally just leadership, he 
has a staft of “ring true” men who have 
become fixtures in the economic life of 
the great Illinois city. 

s+ & 


Edward A, Ferguson is incapable of 
an injustice, or the authorship of an 
undignified or unfair act. His code of 
honor or rule of sitizenship is no dii- 
ferent from that of any other American 
citizen of high ideals, but he exemplifies 
the highest ideals of American citizen- 
ship in the conduct of his business. He 
is one of the men of the life insurance 
vocation who always believed that it is 
a business of the highest estate—a busi- 
ness that carries with it the soul of hono 
in its transaction, and a business that 
could not afford from the very nature 
of it, to carry any questionable meth- 
ods in its transactions. 

To Mr. Ferguson, I believe more than 
any other man of the guild, are due 
largely the great advances that have 
been made in the methods of life insur 
ance salesmanship, always conservative 
almost Puritanical in his conservative- 
ness, his influence and his vision have 
been felt not only in the city of Chicago 
in the life underwriting world, as well 
as in other business Jines, but it has 
become a national acceptance of a high 
rule of procedure in life insurance activi- 
ties. 

I am certain that in many respects the 
economic methods of the Union Central 
Life itself are reflected very largely 
from Mr. Ferguson’s personality, which 
has been a great influence on home ol- 
fice officialdom. 

se 6 


There is very much more for Mr. 
Ferguson to do in the many years we 
hope will be allotted to him, in the 
building of Chicago, as he has been 4 
builder of it through life insurance ac- 
tivities. 

While in the coming years he may re- 
tire, as we hope he will, his achieve- 
ment, his courage, his enthusiasm an 
his deathless integrity will “carry on.” 





————— 








Metropolitan’s Kansas City Quarters 


The Metropolitan Life Building is the 
name of a new building at the corner of 
Thirteenth and McGee streets in Kan- 
sas City. The entire second story is to 
be occupied by two of the main depart- 
ments of the company, the floor space 
amounting to 5,000 square feet. The de- 
partment is under the direction of L. L. 
Adams, who has been a chief factor in 
the development of the company’s busi- 
ness, Ten years ago the company moved 
its one department from the New Nel- 
son building into the American Bank 
building. There are now five divisions 
in Kansas City, and the business covers 
100,000 policies in the city, The rental 


| paid for the office space in the new 


building is $7,500 a year and the lease is 
for ten vears. The corner building gives 
special lighting facilities, and the in- 
terior was arranged to fit the peculiar 
needs of the company. 





New Penn Mutual Publications . 


The Penn Mutual Life’s new bureat 
of field service, “headed by Stewart 
Anderson, is engaged in the task o 
modernizing all of the company’s pub- 
lications, discontinuing the issuance 
old booklets as soon as new ones caf 
be written to replace them. Mr. Ander- 
son is writing a series of fundamental 
booklets for distribution by the fe 
force. Five of them, very attractive 
typographically, have been issued within 
the past few days and others are still om 
the press. The five are “College Educa 
tion Made Sure,” “Two Kings Wh 
Knew,” “Your Story,” “We Are Estate 
Builders” and “The Self-Supportis 
Woman’s Money.” They are written @ 
a succinct and convincing style and are 
illustrated with a view of Philadelphi@ 
showing historic Independence Hall an 
the Penn Mutual building a squat 
away. 
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LAST YEAR’S FIGURES 





REPORTS ARKANSAS BUSINESS 





New Business in State Was $83,738,567, 
in Force Being $325,217,799— 
Metropolitan Leads All 





The annual report of Insurance Com- 
missioner Bullion of Arkansas shows 
the financial condition of companies 
writing in that state as of Dec. 31, 1922, 
and the business done in 1922, the total 
new life business of legal reserve com- 
panies being $83,738,567, and insurance 
in force being shown as $325,217,799. 
White fraternals collected $2,065,047 in 
assessments and had $120,474,390 insur- 
ance in force. The negro fraternals 
showed $1,443,513 assessments collected. 
The leader among the legal reserve 
companies was the Metropolitan with 
$8,263,043, the Aetna Life being second 
with $7,262,353. The New York Life 
was third, Mutual Life of New York 
fourth and Home Life & Accident of 
Arkansas fifth, The companies paying 
for more than $1,000,000 in new business 
are as follows: 





Aetna Life ........ $7,262,353 $25,547,780 
American Nat. ..... 2,102,344 3,847,952 
Bankers Reserve... 1,589,456 4,301,490 
Equitable, N. Y..... 3,808,513 18,509,752 
Guardian, N. Y..... 1,409,679 6,957,678 
Pee Ge Ge Biv cenece 4,859,009 14,017,439 
International, Mo... 1,145,404 3,028,055 
Intersouthern, Ky.. 1,098,800 5,032,009 
Jefferson Standard... 1,337,000 5,889,568 
Life & Cas., Tenn... 3,633,698 3,338,011 
Metropolitan ....... 8,263,043 27,362,311 
Mississippi Life .... 1,914,046 2,775,747 
Missouri State 2,956,251 5,871,022 
Mutual, N. Y........ 5,047,341 9,240,194 
National L. & A.... 2,323,482 3, ,525 
New York Life 5 546 5, ,271 
North Carolina ¢ 2, .833 
Old Colony, Ill...... 2, ,263 
Pacific Mutual ..... 2,322 ,945 
Pan-American ,736 
Reliance Life ...... ,652 
DOCU, Bib ccscoe & f 850 
Union Central...... 2,380,050 9,919 





Total in State. ..$83,738,567 $325,217,799 


FARMERS ARE BETTER BUYERS 





Marked Imvrovement in Life Insurance 
Business Seen in Rural Sections 
in Kansas 


_TOKEPA, KAN., May 29.—Kansas 
larmers are buying life insurance. They 
are buying more life insurance this 
spring than ever before, which reflects 
on the financial condition and the opti- 
mism of the farmers in this state. This 
is the experience of J. E. Spalding, 
general agent for the Penn Mutual, and 
of numerous other general agents of 
life companies in Topeka. Some of the 
general agents have been insisting upon 
their agents getting out of the cities 
and devoting most of their energies to 
the rural communities this year. The 
reports of the business written by the 
agents who are in the rural communities 
show large increases and many new pol- 
icyholders. 

“Many farmers are buying life insur- 
ance now,” said Mr. Spalding. “The 
agents in the rural districts are doing an 
unusual business, not only for the Penn 
Mutual but for all the companies where 
the agents are devoting their energies to 
the farmers. I do not know of any time 
when so many farmers were taking out 
imsurance as at present. They are be- 
ginning to realize the need for it and the 
value to them in the way of credit of 
life insurance policies. The demand for 
life insurance among the farmers reflects 
the optimism they have at this time and 
the feeling that he believes conditions 


are improving and will continue to im- 
Prove.” 





" Will Rogers’ Suggestion 

Will Rogers, the popular syndicate 
Writer, would have all church congrega- 
mane provide their respective pastors an 
ve ua Policy, payable in equal install- 
saute of 20 years of service. Such a 
yian, he holds, would be more effective 
an the proposition that a general pen- 
Sion tund be raised. 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 
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INTENSIFIED SER VICE— 
PROFESSIONAL ETHICS 
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If there is one idea that pervades the Grizzard System more than 
any other, it is the idea of SERVICE—intensified to the highest degree. 
The Grizzard idea of salesmanship, of intercourse with applicants, of 
placing policies in force and keeping them in force, of aiding in prompt 
settlement of death claims to beneficiaries, and of expert insurance ad- 
vice to clients, is all based on the profound thought of Intensified Service. 







et) ee 















~-™ 


Every salesman and every associate of the Grizzard System is 
taught to practice this dominating idea of service that leads straight to 
the door of real success. The personnel of the Grizzard organizations 
is of a high type; our method of selection and process of elimination 
and, last but not least, our standard of ethics and salesmanship is 
responsible for this. 
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No matter what the past experience of our salesman has been or 
how successful they have been in the past, they are put through a short 
intensive training by a competent instructor. Added to this is an expo- 
sition of the code of ethics of the Life Insurance Underwriters Associa- 
tion, which has been adopted in its entirety by the Grizzard System. As 
an example, it is not customary for the Grizzard System to take insur- 
ance men from other insurance agencies—the contrary happens only in 
exceptional instances. In a word, the Grizzard System conscientiously 
aims to follow the highest ideals of service and ethics of the insurance 
profession. 
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GRL 


Pronounced Griz-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF 
OHIO, Incorporated 


308 Euclid Ave., CLEVELAND 
16 E. Broad St., COLUMBUS 
Metropolitan Bldg., AKRON 
Daily News Bldg., CANTON 





GRIZZARD SYSTEM OF 
CHICAGO, Incorporated 
Wrigley Bidg., Chicago 


GRIZZARD SYSTEM OF 
MICHIGAN, Incorporated 
Ist Natl. Bank Bldg., Detroit 
GRIZZARD SYSTEM OF AMERICA, Incorporated 


Executive Offices, Wrigley Bldg., Chicago 











Send for free 
copy of Radio 
Address on Life 
Insurance by 
James A. Griz 
zard broadcasted 
all over America. 
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little time is wasted on the fellow 
who has no respect for age. Yet we 
find history burdened with the phil- 
osophy of a crabbed, old, grouchy, common 
scold like Marcus Cato, who dispatched his 
horses when they had served their usefulness, 
killed his dogs when they began to slow up 
in speed, and sold his slaves, faithful though 
they had been, as soon as they needed the 
doctor. A fine, cheap, petty spirit this boast- 
ing Roman had, and it is difficult to under- 
stand how he reached the summit of all 
honor by being selected as Censor to pass 
upon the physical, moral and social qualifi- 
cations of his neighbors. To steal a word 
of a decade ago he had Rome buffaloed. 
About every two years the city on the Tiber 
would rise up and attempt to smite him, 
and fall down dismally doing it. The first 
time this was attempted Cato’s friends sug- 
gested a statue in his honor. ‘“‘Let there be 
no statue,’ he said, “for I would much 
rather be asked why there is not one than 
why I have one.’’ Probably that little bit 
of brilliancy alone earned him his place in 
the Unabridged. And when Rome tried to 
elect him Censor for a second time he re- 
marked: “You seem either not to esteem 
government worth much, or to think few 
worthy to hold it,’’ which might offer edito- 
rial food, likewise, in these times of perennial 
candidates for office. The three great regrets 
of this peculiar man’s life were “‘that I have 
trusted a secret to a woman; that I went by 
water when I might have gone by land, and 
that I remained once a whole day without 
doing any business of moment.’’ Perhaps 
the big high spot in his life was his love for 
his family. Cross elsewhere he was love 
personified at home. The arrival of his first 
son brought him scurrying from the Circus 
and for a year afterward his regular morning’s 
exercise was employed in washing the child. 
A trust fund was provided for this boy, but Cato after- 
wards flew into a rage when the son suggested he could 
use a few dollars or drachmas in pleasure. ‘‘It is not 
like a man but rather like a widow woman to permit an 
estate to be lessened,’’ he remonstrated. It may be 
there is a life insurance thought in this declaration. 
Widows left a large estate, but without the business 

rience to hang on to it, are not one-half as well pro- 
vided for as those who have been secured through 
Monthly Income Life Insurance. 





The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 




















THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus’’ 





For Information Address the 
Home Office at Cincinnati 














SERVE ANOTHER YEAR 


REELECT THE OLD OFFICERS 





Robert Henderson of the Equitable of 
New York Again Becomes Head 
of Actuarial Society 





All officers of the Actuarial Society 
of America w ere reelected at the annual 
meeting held in New York. Robert 
Henderson, second vice- -president and 
actuary of the Equitable of New York, 
was again named as president. The 
other officers are: Vice-presidents, 
Wendell M. Strong, associate actuary of 
the Mutual Life of New York, and Ar- 
thur B. Wood, actuary of the Sun Life 
of Canada; secretary, John S. Thomp- 
son, assistant actuary, Mutual Life of 
New York; treasurer, David G. Alsop, 
actuary, Provident Mutual Life; editor, 
John M. Laird, actuary, Connecticut 
General. 

Three new members were elected to 
the council: J. G. Parker, assistant ac- 
tuary, Imperial Life of Toronto; E .E 
Cammac, assistant actuary, Aetna Life; 
and E, E. Rhodes, vice-president, Mu- 
tual Benefit. The three retiring mem- 
bers are R. D. Murphy, second vice- 
president and actuary, Equitable of New 
York; P. C. H. Papps, actuary, Mutual 
Benefit; and William Young, actuary, 
New York Life. 


PACIFIC MUTUAL’S PURCHASE 
Buys Additional Property Adjacent to 
Its Home Office Building in 
Los Angeles 





With the recent purchase by the 
Pacific Mutual Life of the three remain- 
ing individually owned lots in the block 
bounded by Fifth, Olive and Grand, Los 
Angeles, all of the property within this 
square has passed into the hands of two 
corporations. This is considered one of 
the most valuable properties in the city. 

The Pacific Mutual home office build- 
ings now occupy the entire frontage on 
Sixth street between Olive and Grand. 
The lots which have just been pur- 
chased are on the east side of Grand 
avenue between the new Pacific Mutual 
building and the site of the Biltmore 
theater. It is understood that the prop- 
erty was purchased as an investment 
and that no plans have yet been made 
for its improvement. ‘The corporation 
owning the remainder of the block is 
the Central Investment Corporation, 
which is erecting the Biltmore Hotel, 
and in which a number of Pacific Mu- 
tual officers are individually interested. 


Doggett Heads Oklahoma School 


George H. Doggett, of the Moore & 
Summers agency of the New England 
Mutual Life at Boston, has accepted an 
offer to become director of the Okla- 
homa University Insurance School, 
which conducts courses during June and 
July. 

Mr. Doggett attended Carnegie Tech, 
was with the Ganse agency of the 
Columbian National for five years and 
the past year has been with the Moore 
& Summers agency. He was a member 
of the educational committee of the 
Boston Life Underwriters Association, 
which established the life insurance 
courses so successful at Boston Uni- 
versity last year. He is also president 
of the Alumni Association of Approved 
Life Insurance Schools, which has su- 
pervision over the various life insurance 
courses conducted by colleges and uni- 
versities throughout the country. 








Cann Joins Jefferson Standard 


F. E. Cann has resigned as actuary 
of the Southern Life & Trust to be- 
come associate actuary of the Jefferson 
Standard Life. Mr. Cann joined the 
Southern Life & Trust in June, 1918, 
as assistant actuary, being made ac- 








tuary in 1919. 


TO HAVE STATE GROUP 


FORM MICHIGAN ASSOCIATION 





Five Life Companies Organize for Busi- 
ness Sessions—C. L. Ayres of Ameri- 





can Life Elected President 


Officers of five Michigan companies 
organized into a local grouping under 
the name of “Association of Michigan 
Life Company Officers” at a meeting in 
Detroit last week. Clarence L. Ayres 
of the American Life of Detroit was 
elected president and Willard King oi 
the Agricultural Life of Bay City was 
named secretary. M. E. O’Brien oj 
the Detroit Life, A. F. Moore, of the 
Michigan Mutwal, N. P. Hull of th 
Grange Life, F. F. McGinnis of the 
Agricultural Life and H. A. Bryan were 
made vice-presidents. The five com- 
panies included in the association are: 
Agricultural Life, American Life of De- 
troit, Detroit Life, Grange Life and 
Michigan Mutual Life. The first meet- 
ing of the association will be held at 
Lansing, June 20, when the officers will 
be guests of the Grange Life. There 
will be a presentation of papers by two 
company men, Marion Rowland, secre- 
tary of the American Life. presenting 
one on “Accounting Methods” and Dr. 
Henry R. Carstens of the Detroit Life. 
presenting one on “Selection of Medical 
Examiners.” The executive committee | 
of the association is as follows: M. E. | 
O’Brien and Jas. D. Baty of Detroit 
Life; N. P. Hull and C. H. Bramble of 
Grange Life; C. L. Ayres and M. 0. 
Rowland of the American Life; Dr 
W. G. Hutchins and G. B. McGill of 
Michigan Mutual Life; F. W. McGinnis 
and W. E. King, Agricultural Life. 


Can’t Use Capital to Buy Building 


Commissioner Kendrick of Iowa has 
ruled that no insurance company under 
the Iowa law is privileged to use a por- 
tion of its capital stock for the pur- | 
chase of a home office building. The | 
question was before him in the form 
of an inquiry by an insurance company 
and in his answer Commissioner Ken- 


pe 





drick said “I am of the opinion that @ 
portion of the surplus of a stock lite 
insurance company may be used for the 
purchase of a home office building, as 
the executive council of the state o! 
Iowa may determine, without impairing 
the liquid assets of the company and its 
ability to readily and effectively func 
tion and carry out its contracts.” 
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Shannon With Independent Life 


Eugene S. Shannon has been 4p- 
pointed agency director of the Inde- 
pendent Life of Nashville, Tenn. Mr. 
Shannon was formerly postmaster # 
Nashville, manager of Bradstreet’s @ 
Nashville, and for the last three years 
has been secretary and manager of the 
Fort Worth Chamber of Commerce, 
Fort Worth, Tex. 

Mr. Shannon is a very popular mat 
throughout the south, and President 
Paul Roberts of the Independent Life 
is regarded as having made a “te® 
strike” in inducing Mr. Shannon to be- 
come the head of his agency depatt 
ment, 


Plan New Home Office Building 
At the last meeting of the board of 


directors of the First National Life of 
Pierre, S. D., it was decided to purchase 
three lots on the corner of Pierre street 
and Pleasant Drive and to proceed wit! 


arrangements for the erection of a ne¥ 
home office building for the compaty: 
A Minneapolis firm of architects has 
been secured to furnish plans an ase” 
fications for a_ fireproof — 


ne 0 





three stories and basement. he Fs 

National Life is planning 1. ul fi 

home office building that will ! c a 
cro 





ciently large to take care of the. gt 
for many years. 
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JUP | COOPERATION SOUGHT 
ION | BUFFALO MANAGERS ORGANIZE| 
Su New Organization Will Supplement 
—_ Work of Life Underwriters in 
That City | 
anies IEE [YY ‘ — 
BUFFALO, N. Y., May 28.—An an-| 
inder nouncement of considerable interest to} ae 
higan the Buffalo insurance fraternity was that | 
ng m made Saturday of the formation of the 
Ayres Buffalo Life Managers Association, of 
was which F. A. G. Merrill of the State Mu-| 
1g Ol tual Life has been elected president. . ° ha 
was “This organization will do nothing to| IF a life insurance salesman 1S beset by 
n oO interfere in any way with the local Life ° st 
t the Underwriters, Inc., but rather will work | pestering prospects 
o helpfully with them in such matters as 
tthe interest both associations,” Mr. Merrill — ° . . 
were said. “We anticipate nothing but good IF they are waiting for him at his office 
com- results from the new association. It will : : 
_ are: take care of many matters that are each morning eager to be signed up 
t De- purely matters for the head agents to 
and dispose of and will promote closer re- EXCELLENT 
neet- lations between the general agents and : o . 
Id : the specials. Any matters that do con- AGENCY They will provide that agent — all ee 
; Wi cern the specials will be handled in the . 
here [ME best interests of the specials.” OPPORTUNITIES orders he can take. He will never ong = 
r two One condition of membership in the a 1 
ecre- Buffalo Life Managers Association is NOW OPEN the help of Home Office co-operation m = 
nting that the man must be a member of the . 
1 Dr. Buffalo Life Underwriters. sales campaign. 
Life. Other officers of the new association IN 
-dical are: Ernest G. Hatch, John Hancock, ° . . th h 
nittee MI vice-president; David J. Beck, Guardian But if a salesman is out in the honest-to- 
LE i Life, secretary; Charles F. Pierce, Phoe- J . h h h di 
etroit [MN nix Mutual Life, treasurer; C. G. Mon- Arizona goodness business world where he has to dig 
ble of ser, Mutual Benefit; H. A. Vidal, , ° . 
0. [| National Life of Vermont, and H. J. California up his prospects and then finds most of them 
Dr Emerson, Mutual Life of New York, | ; . ° oof ll 
i of I directors. | Colorado to be of the stubborn variety—he is a “feller 
‘innis The next meeting of the Buffalo Life are . d 
: Managers Association will be held at Illinois who needs a frien . 
the Hotel Statler June 5, at which time I di 
, it is expected that Charles J. Rockwell, ndiana ° ° 
ing director of the school of life insurance He has a real friend in the Home Office 
1 has salesmanship at Carnegie Institute, will Iowa A ° 
inder be present and outline methods for the organization of The Lincoln National Life 
por- tm —— < - insurance —_— Kansas C All ° f th 
pur- manship in Buffalo. If the plan looks — : energies O e 
The | feasible after further investigation, ef- Michigan Insurance Company ‘ 8 ° 
form forts will be made by the association to se service headquarters of The Lincoln National 
eens have such a school established in this Minnesota f b ded 2 ff h | th fj Id 
en- city. ‘ : ; rt to he e me 
pat a —— | Missouri Life es oem a eee oe 
lie J AGENTS TO MEET IN CHICAGO incite man with his problems, to assist him in every 
r the | 
%: % |. Central Department of New York Life pin practical way to get the business and to care 
oriag Plans Testimonial All-Day Ses- for it 
its sion for June 1 New Jersey , 
runc- 
, The leading producers from the cen- New Mexico ° ° : 
tral department, covering Illinois, Iowa, . Such friendly assistance benefits all 
Nebraska and South Dakota, of the North Carolina 
fe New York Life wi ; ose who 
‘ew York Life will gather at Chicago 
ap- on Friday, June 1, at the Blackstone North Dakota 
[nde- Hotel tor a club meeting and testimonial ° 
Mr. to * | ene men, who will be pres- Ohio a 
rat ent. J. A. Campbell, manager of the . 
's at central branch office in Chicago, has Oklahoma LINK UP())witu THE (() LINCOLN) 
rears arranged a program that will furnish a > 
f the day’s entertainment and_ instruction. Oregon 
erce, The morning will be devoted to a meet- ° 
f ~ rm the $200,000 Club, at which all Pennsylvania 
man lembers and candidates -will be pres- 
‘dent ent, Charles J. Morris, of Mr. Camp- South Dakota The 
Life bell’s otice and vice-president of the T 
‘ten- club, presiding. At noon there will be ennessee . a if 
. ho ¢ general luncheon and in the afternoon 
part- on of all producers who qualified Texas Lincoln National Li e 
attendance. At this meeting talks U h 
— made by L. S. Lindsay, superin- ta . 
*ndent of agencies, and W. H. Pier- : ce om a 
4 ’ pon, Secretary, from the home office, 3 Washington Insuran n 
d ot in tyr = counselor at Cleve- West Virginia 
fe ot and, and E. E. Andrews, agency coun- ss 99 
hase selor at Chicago. Mr. Andrews will be Ww; : Its Name Indicates Its Character 
we “i Suest ot honor. Walker Buckner, isconsin 
with ice-president of the company, was to ® s $ 
new have been present. but could not com- Lincoln Life Building Fort Wayne, Ind. 
any: plete his work in Europe in time to re- | 
has a >elore two or three months. The 
pec Production covered in the contest and | 
r of Presented as the testimonial was that Now More Than $250,000,000 In Force 
First Written between Feb. 1 and May 31. | 
ld a MNES. acne | 
suffi- _Henry G. Parke eside 
nuff Nation” ; arker, president of the 
uth FE Brunswick, N-Jo has bean eiectek oar 
rector of the Prudential. | 
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Want Inheritance Tax Increased 


Lire insurance men are interested in 
the agitation by leaders of the farm bloc 
in the United States senate who are 
preparing to demand an increase in in- 
heritance taxes. Senator Capper of Kan- 
sas, who is head of the bloc in the sen- 
ate, declares that the present rates are 
too low. Secretary of Treasury MELLON 
is opposing an increase in inheritance 
taxes. In fact he favors a decrease. 

Secretary MeELLon takes the position 
that the present rate frequently compels 
heirs to sell securities in order to pay 
taxes. Often, he says, such sales have 
to be made at a period when the market 
value is small. Secretary MELLon points 
out that an increase in inheritance taxes 
would sometimes make it necessary for 
beneficiaries of an estate to sell part of 
an inherited business in order to make 


payments to the government. He also 
contends that in case the testator should 
bequeath to his heirs a bare majority 
of the stock of an incorporated business 
a forced sale would cause the inheritors 
to lose control of this business, built up 
over many years. 

Life insurance men find in Secretary 
MELLon’s argument a wonderful bolster- 
ing of their cause. They have pointed 
out from time to time that in case of 
inheritance taxes, life insurance is about 
the only means that testators have to 
provide liquid funds to meet the death 
demands. The tendency of the times is 
to increase estate and inheritance taxes. 
It is one of the easiest lines of attack 
because there is so little resistance. The 
state looks upon inheritances as a most 
desirable source of taxation. 


Limited Payment Policies 


A LIFE man said the other day that 
while the sentiment is largely in favor 
of ordinary life policies these days he 
still sticks to the 20-payment life as 
being the ideal contract for the average 
man. 

Before the Armstrong investigation 
in New York in 1906, most life insur- 
ance men pinned their faith to the 20- 
payment life policy. Then the idea went 
forth that there should be just as little 
investment feature to insurance as pos- 
sible and the ordinary life as the sim- 
plest and cheapest form outside of term 
insurance, which is tepmorary protection, 


was emphasized. This agent, however, 
said that many people desire to have 
their life insurance paid up within a 
reasonable time and do not want it 
hanging over their heads as long as they 
live. Furthermore, he said that agents 
do not show the beauty of the limited 
payment life policies in the larger ex- 
tension and paid up values in case it is 
impossible to continue the payment of 
premiums. Even if there is no disabil- 
ity clause the 20-payment life policy, he 
shows, after a number of premiums have 
been paid, will carry itself for a fairly 
long time. 


Systematic and Regular Soliciting 


THE more life insurance men study the 
business the more convinced they become 
that systematic and regular soliciting will 
produce the best results. Spasmodic work 
gets certain results, but they are not sat- 
isfactory. The man who labors intermit- 
tently becomes rusty and loses the enthu- 
siasm and the glow that come with 
persistent effort. 

Many agencies are now stressing regu- 
lar daily production. The applications that 
come frequently add zest to soliciting. An 
insurance executive said the other day 
that if a man would make a cold canvass 
of offices of buildings without any kind 
of introduction but would put in regular 
hours every day he would get surprising 
results. This no doubt is true. If, how- 
ever, scientific prospecting were used, how 
much greater would be the result? 

Agency leaders declare that every man 
should have his regular working hours, 
be it eight hours a day, six, five or two. 
During the time he works he should work 


hard. Frequent contact with insurance 
purchasers is sure to bring results. The 
life insurance business should not be re- 
garded as a lazy business. When the vast 
material is appreciated and the obligations 
on the agents are realized, there will not 
be sufficient hours in the day to do the 
work, 

More and more life insurance man- 
agers appreciate the necessity of applying 
scientific sales management to the conduct 
of life offices. There has been too much 
of a hit and miss plan. Salesmen in life 
insurance, to some extent, have not been 
working to their greatest advantage and 
many have been squandering too much 
time. As life insurance salesmanship is 
being more and more studied, the desir- 
ability of definite planning, both as to 
prospects and time of work, seems highly 
essential. Furthermore, the training of 
men for a longer time and looking after 
them faithfullly on part of supervisors 
brings large returns. 


Dale Andrews, recently appointed 
manager of the Philadelphia office of 
the American Life of Detroit, is half 
owner of the Grey Stone Jersey farm, 
near Westchester, Pa. This farm has 
one of the leading herds of Jersey cat- 
tle in the world. The owners bought 
a half interest in “Financial Sensation,” 
the highest priced Jersey bull in the 
world. At the annual convention of 
the American Jersey Cattle Club, held 
in the gold room of the Waldorf 
Astoria Hotel, New York City, “Finan- 
cial Sensation” was served his food on 
a gold platter. He gained admittance 
to the gold room by way of a passen- 
ger elevator. This was a very unique 
and successful advertising stunt. John 
Andrews, father of Dale Andrews, owns 
the controlling interest in Kimball’s 
Dairy Farm and Butter and Egg Jour- 
nal and other publications. Dale was 
in charge of the agricultural division of 
the Rankin Advertising Agency, New 
York City for the last two years. 


C. P. Rockwell, who has been state 
actuary with the Texas department of 
insurance for the past three years, has 
resigned to become assistant actuary of 
the Great Southern Life of Houston, 
Texas. Before going into actuarial work 
Mr. Rockwell graduated from New 
York University, receiving the bachelor 
of science degree. During the following 
two years he was connected with the 
New York Life. From there he went 
to the Texas insurance department in 
October, 1919, as assistant actuary. The 
following July he was appointed ac- 
tuary. He is a member of the Fraternal 
Actuarial Association, and next year is 
going up for the last of the associate- 
ship examinations in the Actuarial 
Society of America, the American Insti- 


tute of Actuaries, and the Casualty Ac- 
tuarial & Statistical Society of Amer- 
ica. 


President William H. Hunt, of the 
Cleveland Life, who has been abroad for 
a number of months, arrived home the 
other day on the steamship “New 
Amsterdam.” The agents arranged for 
an application shower for Mr. Hunt in 
honor of his return. 


Darby A. Day of Chicago, manager of 
the Mutual Life and president of the 
Chicago Life Underwriters’ Association, 
will leave this week on an extended 
automobile trip through the Rocky 
Mountain territory and Pacific coast, 
accompanied by his son. He will not 
return until Sept. 1. During his ab- 
sence the executive committee of the 
Chicago Life Underwriters Association 
will be in charge of the arrangements 
for the National association convention 
to be held in that city. 

Monday noon Mr. Day’s agency force 
gave a farewell luncheon to him at the 
Hotel La Salle. Mr. Day, together with 
Darby, Jr., will take the southern route 
to California, run along the coast to 
Seattle, leave the car there while taking 
a trip to Alaska and on the return motor 
through the Northern Rockies. Mr. 
Day has equipped his Packard with a 
complete camping outfit, including a 
powerful radio outfit, so that he can 
keep in touch with civilization through- 
out the trip. 

Mathew S. Brenan, president of the 
Mutual Life of Baltimore and a promi- 
nent figure in life underwriting activities 
in Mayland, has died, following an ill- 
ness of over three years. Mr. Brenan 
was president of the Mutual Life of 
Baltimore for 25 years and was one of 
the founders of the Baltimore Life 
Underwriters Association. Mr. Brenan 
was 65 years old. He was of French 
origin, though born in this country. 


Arthur C. Louette, who has just as- 
sumed his new position as manager of 
agencies of the Peoples Life of Frank- 





ARTHUR C, LOUETTE 


the field in which the company oper- 
ates, as he has been home office field 
supervisor of the Lincoln National Life 
for three years. He attended the school 
of Life Insurance Salesmanship at Car- 
negie Institute. Mr. Louette has had a 
wide agency experience. 


Walter St. John, ‘general agent at Des 
Moines of the Equitable Life of Iowa, 
by attaining record of more than $30,- 
000 a month during the year ending 
April 1, acquired the presidency of the 
“Twenty a Month” club of the com- 
pany, and the distinction of being “high 


man” for the entire agency force. 
Equitable agents who are members of 
that club and of the “Ten a Month” 


club will meet in convention at Colo- 
rado Springs, June 29-30. 


Charles W. Pickell, manager of the 
Massachusetts Mutual Life at Detroit, 
who died May 20, had been ill but four 
or five days, having contracted pneu- 
monia. He was 66 years of age and 
had filled the position that he held at 
his death for over 32 years. His main 
books were “Plain Hints for Life In- 
surance Solicitors” and “Plain Reasons 
Why One Should Engage in Life 
Underwriting.” Mr. Pickell was a con- 
vincing speaker and prominent in the 
underwriters’ association movement. 


State Life’s New Clubs 


Announcement is made by the State 
Life of Iowa of the organization of a 
“Hundred Thousand club” and a “Quar- 
ter Million club.” Every agent who 
personally produces between May 1 and 
Dec. 31 a total of $100,000 of issued and 
paid for business will become a mem- 
ber of the first club, and the require- 
ment of the other club will be person- 
ally written business of $250,000 in the 
same period. 


Royal Union to New Building 


The Royal Union Mutual Life is mak- 
ing arrangements to move into its ow? 
building on the southeast corner_® 
Seventh street and Grand avenue, Des 
Moines, July 1, according to Sidney 
Foster, vice-president. It will occupy 
the seventh and eighth floors of the 
building, and will have a printing office 
in the basement. 


Associations Take No Hand 
Neither the National Board of Fire 
Underwriters nor the Association © 
Life Insurance Presidents as an orgal- 
ization is taking part in the controversy 
between Superintendent of Insurance 
Hyde of Missouri and the life. fire an 
casualty companies of Massachusetts, 
both bodies holding that the matter 18 
one for associated or individual com 





fort, Ind., is thoroughly familiar with 





pany action. 
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APPOINT ILLINOIS MANAGERS 


Three Men Named by American Na- 
tional of St. Louis to Push De- 
velopment in State 


The American National of St. Louis 
has decided to go after business in IIli- 
nois on a larger scale than heretofore, 
and has appointed three state managers 
for that 
common- 
wealth who 
plan to or- 
ganize 
with  sub- 
agents in 
every  sec- 
tion from 
Cook county 
to Cairo. 

The new 
Illinois 
state man- 
agers are 
Robert A. 
Ward, G. 
A. Mor- 
phew, and 
Charles L. 
Skelton, 
well-known 
banker __in- 
surance men of Magnolia, Ill. For 16 
ears they represented the Equitable 
Life of lowa as general agents in IIli- 
wis and later were with the Lincoln 
‘ational for 
year. At 
Present 
hey are 
ocated in 
M a gn olia, 
where Mr. 
Vard is 
resident of 
mB leading 
yank. He 
s also head 
f the bank 
pt Rutland, 
llin ois. 
{r. Mor- 
Dhew is 
ashier and 
fr. Skel- 
on vice- 
resident, 
bf the bank- 
ng institu- 
ions. 

It is their plan to dispose of their 
banking connections and devote all of 
heir time to the American National. 
They will 
shortly 
open head- 
quarters in 
Peoria and 
expand 
their or- 
ganization 
until it 
co mpletely 
covers Ilhi- 
nois. Al- 
though in 
the past 
they have 
devoted 
much _ time 
to banking, 
Messrs. 


Ward, Mer- 







ROBERT A. WARD 
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A. MORPHEW 


G, 


phew and 

Cc. L. SKELTON Skelton 

a have been 
Ong the most successful insurance 


Titers in Illinois, ranking well up with 


he leaders of the companies they have 
Presented. 7 





E. W. Bowe 


LW. Bowe has resigned as general 
it in Chicago for the Manhattan Life 
Rag Five agency force of Darby A. 
-’ ~ilCago manager for the Mutual 
ite of New York, 









LIFE INSURANCE ASSOCIATES 


Quartet of Mutual Benefit Life Honor 
Roll Men Are Opening an In- 
dependent Office 


“Life Insurance Associates” is the 
name of a new organization of life in- 
surance agents that will open offices in 
the Singer Building, New York City, on 


June 1. 

The members are Frank W. Pennell, 
Irwin D. Herzfelder, William J. Lou- 
prette and Louis Pomerance. All are 


high on the honor rolls of the Mutual 
Benefit and for years have been among 
the leaders of the New York City 
agency of that company. 

The records of the late A. R. Spier, 
whose death occurred recently in 
Florida, have been taken over and his 
business will be continued by the new 
frm. Mr. Spier, who «t the time of 
his death was chairman of the execu- 
tive committee of the New York Life 
Underwriters Association, was an in- 





dependent writer and among the large 
New York producers. 

One of the chief objects of the new 
organization will be the giving of bet- 
ter service to clients through the med- 
ium of a completely equipped office, 
although each member will continue to 
handle his own individual business. The 
combined yearly production of the 
g:0up approximates three millions in 


| paid-for. 


Roscoe Ellis 


The Continental Life of St. Louis has 
announced the appointment of Roscoe 
Ellis of Topeka as its state maflager for 
Kansas. Mr. Ellis has already opened 
offices and is arranging to put an active 
field force into the state as rapidly as 
the force can be organized. Mr. Ellis 
has been an extremely active life man 
in Kansas for several years. He was a 
city and later a general agent for the 
Guardian Life of New York and for the 


| past two years has been a general agent 


for the Kansas Life of Topeka. 


Garwood & Whipple 


Garwood & Whipple, who have been 
Columbus, O., representatives of the 
Midland Mutual Life, for some time, 
have been made general agents for a 
number of counties in central Ohio. 





E. B. Cowley 


E. B. Cowley has been appointed gen- 
eral agent for the Southern Life & Trust 
at Nashville, Tenn., and surrounding ter- 
ritory. 


Life Agency Notes 


John R, White has joined the 
land forces of the Missouri State Life 
under Manager E. B. Thurman, He 
has been connected with the Midland 
Bank there. 

William H. Carter has been appointed 
general agent of the Central Life of Des 
Moines in charge of southern California, 
with offices in the Lane Mortgage build- 


Cleve- 


ing at Los Angeles. 

Duncome A. MacInnes has joined the 
Detroit office of the Missouri State Life. 
He was formerly sales manager for the 
Michigan Mutual Life at Detroit. For a 
year he was with the claim department 
of the Ocean Accident and spent two 
years with the Fidelity & Casualty. For 
a time he was special agent and later 
city manager of the Fidelity & Casualty 
in Detroit. 


Headed by 
other 
of the 


President Asa S. Wing and 
officials, more than 60 members 
Provident Mutual Life staff sur- 
veyed the port of Philadelphia from a 
police boat in a delightful trip on the 
Delaware River last week. The trip was 


arranged by Paul Loder, superintendent 
of the home office agency, with the idea 
of; giving the underwriters clear in- 
formation about the city in which they 


do business 
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THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*pia.2e"* Pittsburgh, Pa, 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 











Executive Offices 








Acacia Mutual Life Association 








Insurance Issued in 1922....... re for a paaben $ 39,898,050 

in in Insurance in Force.....( “ “ “ 21,462,805 
Insurance in Force 12-31-22. “ “ “ ) 122,685,100 
SN iin, peanabansdes chekwedatenverenesesece 6,828,345 
Increase in Assets. ...... 2... cececccceeceerececcseeces 2,214,850 
Increase in Surplus............--see-seeeeseeeeerenees 431,446 





PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 















OF DES MOINES, IOWA. 


We iesue all standard forms of Life Insurance Policies. Bree gee 
protected by Deposit of Full Legal Reserve with the State of lowa. 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT “*° MONTHLY INCOME INSURANCE 
]0 toca LATEST POLICIES AND AGENCY CONTRACT Ba'Lai aE 
Openings OHIO, IND.. KY. MICH. and W. VA. Write Columbus 


Incorporated 1871 


Life Insurance Company of Virginia 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 








So ee ti one pag ee Need eagee 04 Weebwenneeebeenl $ 32,633,933.05 
i Oe hse kn aes Lea eR eee eee ceneee eel 28,512,821.50 
NE. ogc canccenia shed eosereetsetennenneneses 4,121,111.55 
a a ee Gee eneaeaneehee 230,322,163.00 
Payments to Policyhoidders. .........ccrccccccccccscccscscccccs 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 














UNDERWRITER 
INSURANCE AS CAREER 


TALKS BY CHICAGO VETERANS 





Chicago Association Devotes Day to 
Men in Business 30 Years 
or Longer 





Last Tuesday was veterans’ day for 
the Chicago Life Underwriters’ Associ- 
ation. The meeting was in honor of 
Chicago life insurance men who have 
been in the business 30 years or longer, 
there being 46 agents and general agents 
who have served continuously from 30 
to 59 years in life insurance work in 
Chicago. “Life insurance as a career” 
was discussed by all of the speakers, 
each of whom gave brief talks.  L. 
Brackett Bishop, general agent of the 
Massachusetts Mutual, who has been 
in the business. for 34 years, presided as 
chairman. Mr. Bishop paid a high 
compliment to the old timers carrying 
the rate book in Chicago, and said that 
O. P. Curran of the Equitable Life of 
New York headed the honor list with 
46 years to his credit. Mr. Curran is 
the only, surviving member of the com- 
mittee of three which framed the orig- 
inal constitution and by laws for the 
Chicago Association, the other two 
members being Ira B. Mason and 
Charles A. Ferguson. 

Opportunities in Business 

P. J. Kraus of the Metropolitan, for 
39 years a life insurance man, empha- 
sized in his address the value and bene- 
fit to the agent remaining in service. He 
said that if he had his life to live over 
again he would go into the life insur- 
ance business again and remain with 
one company throughout his career. 
Mr. Kraus declared that there is no 
business or profession affording such 
vast opportunities as the life insurance 
business, providing only that the agent 
puts his heart into the work. Mr. Kraus 
said that the agent who is in love with 
his work need not worry about his own 
financial success, because he will be so 
absorbed in his efforts that success can- 
not help but follow. Mr. Kraus said 
that the industrial agents have been the 
real educators of the public, and that 
their work has made the task of the 
ordinary life agent much easier. Mr. 
Kraus stated that any agent who will 
work diligently during a certain number 
of hours each day cannot fail, and that 
succss in the life insurance business is 
merely a question of seeing the people 
and earnestly presenting the subject. 

Major E. D. Redington of the Provi- 
dent Mutual, now 84 years of age and 
for 35 years a life insurance man, said 





May 31, 192 


May 3) 





that the veteran in the business com§ BRIT 
mences to see just how life insurance 
“works” when he begins to pay to sur 
viving beneficiaries the proceeds of long ODD 
term endowments. Mr. Redington said | 
that during the past year he has pai 

out $72,500 in endowments to policy§ pyamis 





holders written during the first yea 
and a half that he was in_ busines on I 
Jules Girardin of the Phoenix Mutua 
also spoke briefly especially emphasizing 
the thought that all companies in th 
business should be encouraged. NEW 
Hamilton Chief Speaker big life 
the mi 


Isaac Miller Hamilton, president 9j 
the Federal Life, was the principal angles a 
writ! 
























speaker. Mr, Hamilton said that iogf™ 
several years he has been impressej One 
with the slogan that has been used | physica! 
the Illinois Life—‘Wherever _Llinog $2,000,0 
Life men are working, Illinois Life ing}capacity 
surance is being sold.” Mr. Hamiltogifot this 
said that the Illinois Life’s slogan tem This me 
the story so far as the possibilities of thgggpany of 
life insurance business are concerne(jm Policy. 
The prospective agent, Mr. Hami write $: 
said, asks himself whether the life insu-gggwill pré 
ance business is reputable and remunegmsome ot 
ative and that the answer to both que bly 75 
tions is yes. The new man may entemmpanies | 
life insurance with no capital and neegmpand eac 
only have the desire to work, and apgaminer | 
intelligent comprehension of the busgwould p 
ness. Any man, Mr. Hamilton saiifbefore h 
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who has honestly, intelligence, inc 
and courage can make a success of 
insurance salesmanship if he under. 
stands what he is selling. Equipped 
with these essentials plus a capacity fog 
hard work, Mr. Hamilton said there i# 
no possibility of failure. The life inj 
surance man, Mr. Hamilton said, deter 
mines his own rewards for himself. 


International in Virginia 


The International Life of St. 
has been granted a license in Vi 
and expects to open its agencies in tha 
state about June 1. 

Its principal office will be at Bristol 
in charge of E. H. Kabler. 





















Charles F. Pierce, manager of t 
Buffalo office of the Phoenix Mutual Life 
has returned after completing a speci 
six weeks’ course for agency manager 
and supervisors at Carnegie Institug 
of Technology, Pittsburgh. 

Neil D. Sills, Virginia manager fo 
Sun Life of Canada and former pres 


endnotes 
Life Notes i; 
a 


derwriters, who has his headquarters 
Richmond, has been reelected preside 
of the Westhampton Citizens’ Associty 
tion. 7 

Silver loving cups have been preset? 
to the Penn Mutual Life for winners & 
its inter-departmental baseball and teh 
nis leagues and in the girls’ volley # 
league. All the events are held at 
company’s new athletic field at High; 
land Park, Pa. 
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SOLD OUT 








The 1923 edition of the Little Gem Life 
Chart, although several thousand more 
were printed for this year than on any 
previous edition, is now entirely sold out 
and no further orders can be taken. 


The National Underwriter Company 





The Little Gem edition this year was | 
more than four times as large as the year 
in which The National Underwriter Com- 
pany took over the publication from 
Sampson Dawe of Boston. 


Ste 


Get your order in early for next year. 
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NEW YORK, May 28.—The writing of 
big life insurance policies running up into 
the millions develops some interesting 


dent oj 
rincipa angles and problems which do not appear 
hat fog” Writing average policies. 


press One of these problems is that of 
ised by physical examination. When a policy of 
Illinois $2,000,000 or $3,000,000 is written the 
Lite ingmcapacity of the life insurance companies 
amilto@m ot this country is very nearly reached. 
an tel This means that practically every com- 
.s of tympany of any size will get a piece of the 
ncerne(fam policy. That is, any company which can 
‘amiltogam Write $25,000 or more on a single life 
‘e insu Will probably have a chance to carry 
some of the insurance. There are prob- 
ably 75 such companies. If these com- 
panies followed their ordinary custom 
and each had its own recognized ex- 
laminer go over the applicant, the latter 
re busfm would probably be driven to distraction 
on saidfme before he got through with the physical 
industymmeeXamination. It is often customary to 
s of lite require two examinations for any pol- 
undemicy over $25,000. This means that the 
-quippeminsured would have to undergo any- 
acity fog where from 100 to 150 physical examina- 
there ig™mtions, which is naturally impossible and 













emuner 
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Ly ente 
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life ing would kill off any chance of writing 

d, deterfmthe insurance. 

self, @@ If the agent who writes the policy 
Wand his company are on the job the 

rT applicant will be examined by two or 


three medical directors—not ordinary 


t. Louig 
Virginil xaminers—and the report of these med- 
o Eical examinations will be duplicated and 















sm tha photostatic copies sent to all companies 
considering the insurance. 

The same thing must be done in the 
matter of inspection. If each company 
reported a separate inspection an army 
i inspectors would soon make the life 
insurance business unpopular with all 
a special those in position to give information 
nanagegmeeout the applicant. Consequently the 
Institut@l inspection of one or two of the com- 
anies is duplicated, photostatic copies 
— sent to all the companies inter- 
ste 


Bristol 


of th 
tual Life 


r for th 
presidet 
Life Ung 
arters &@ 
presideny 

Associa 














Northwestern Mutual Life—Its new 
Paid for business for the first four 
1onths amounted to $103,672,321, an in- 
rease of $13,205,057 as compared with 
he similar period last year. 


presente 
inners ! 
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At Hist Secretary O. J. Arnold of the Illinois 


ife is spending a .ccccan at White 
ulphur Springs, W. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


\ 
‘y 
& 
) 
u 
Wd 
t 
i 





0. C. L. BUILDING 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


oe _ 
“THE OLD COLONY LIFE a 





























e Continental | icago 
INSURANCE COMPANY S| cinica || ‘set lol 
t| Nat'l. Bk. & mchenge it, ge 
of CHICAGO, ILL.” ase 
Old | Fed- Illinois ia a= 
Coleny eral 1Y rchants ° 
The Company has its Home Office in its own building oe ony ll 
at 166 W. Jackson Blvd. running through to Quincy and JACKSON BOUL. 
Wells Street, right in the heart of Chicago’s Financial a; 
district. ome] | vee | | 

































Stephen M. Babbit 


President 


Hutchinson, Kansas 














MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued te be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


4 A few good openings for good live producers in Illincis. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres.and Actuary DR. J. R. NEAL, See. 























STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 
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INDIANA IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


OHIO ILLINOIS 






























KANSAS KENTUCKY MISSOURI NEBRASKA 
nT Natel.’ AL 


SHIELD POLICIES _ 


WS Ordinary Life Siesidiner 
Industrial Life Insurance 
Rtealth § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy-TREas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE Gv 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 

















































H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office: 40 Rector St., New York Western Office: 327 S. LaSalle St., Chicago 



















































GENERAL AGENT 
WANTED FOR 


Our Old Policyholders 


can secure Disability and Double Acci- 
dental Death Benefits on their old policies, 
if such Benefits were not originally includ- 
ed in their contracts. 


Cincinnati, Ohio 
Chattanooga, Tenn. 
Grand Rapids, Mich. 
Roanoke, Va. 

New Orleans, La. 
Rockford, Ill. 

Des Moines, Iowa 


The Minnesota Mutual's service to policy- 
holders and Agencies is of the best. 


Address in confidence 
O. J. LACY, 2d Vice-President, in charge of Agencies 


The Minnesota Mutual Life 


Insurance Company 
St. Paul 


Sioux City, lowa 
Topeka, Kans. 
Missoula, Mont. 
Helena, Mont. For Agency connections in Texas write 
Weems & Albritton, 404 Magnolia 
Bldg., Dallas, Texas. 














LAPSE RATIO IMPROVED 


BUSINESS MORE PERSISTENT 





Companies Are Succeeding in Reinstat- 
ing a Number of Policyholders that 
Gave Up Their Insurance 





NEW YORK, May 29.—New York 
life companies report a more favorable 
lapse ratio this year than last. Not only 
is the business being written today 
sticking better than in the first half 
of 1922 but a great deal of business 
which dropped off during the depression 
is being reinstated. Some agencies are 
making a particular drive on reinstate- 
ments with great success. People who 
bought insurance when they were pros- 
perous were really sold on the idea and 
gave it up under the stress of hard 
times. Many general agents find that 
a good deal of progress can be made in 
soliciting this class for reinstatement. 


Results in Big Company 


The reinstatement records of one big 
company show that in the main the ex- 
perience in the large cities as far as 
lapses are concerned is about the same 
this year as a year ago. New York, 
Chicago, St. Louis, Boston and Pitts- 
burgh all have an experience similar to 
the first quarter of 1922. Some of these 


show slight increases and some de- 
creases. Pittsburgh showed an improve- 
ment. St. Louis had a remarkably good 


record on holding business both last 
year and this. The Pacific Coast cities 
show a good record on retaining busi- 
ness for both last year and the present 
year. The marked improvement is in 
southern states. There is no compari- 
son between the present record and that 
of a year ago. This is right in line with 
the figures recently announced for new 
business by the Life Insurance Sales 
Research Bureau showing the great im- 
provement in the south. 


Northwestern’s Lapse Ratio 


The actuarial department of the 
Northwestern Mutual Life has been 
making some figures showing its lapse 
rate. Taking the business of 1919, 5.87 
percent lapsed the first year, 4.32 per- 
cent the second year and 4.17 percent the 
third year. In the issue of 1920, 8.5 per- 
cent lapsed the first year and 5.7 percent 
the next year. In the business of 1921, 
9.01 percent lapsed the first year. The 
Northwestern Mutual Life has a very 
low lapse ratio. 


Life Notes 


President Ralph H. Rice of the Na- 
tional Fidelity Life is on a business trip 
into Texas. While in the south he will 
make a visit to friends in Alabama. 

At the regional agency meeting of the 
Pacific Mutual Life to be held at Omaha 
on June 14-15, President D. M. Baker 
and three other home office officials will 
be present and an attendance of 50 
agents from surrounding territory. 








MORTGAGES CURTAILED 








POLICY OF NATIONAL LIE 








Company Declares That Condition 
Have Created Competition Features 
That Make Market Uncertain 


















































The National Life of Vermont is cu 
tailing its farm mortgage investments, 

“The small increment in mortgag 
holdings,” says the annual report, “h 
been due to the constantly growingihat c 
difficulty of procuring adequately ntend 
cured farm mortgages having a satiff/. An 
factory rate of interest. The inflatigg§fKokor 
of farm values, which reached its cyjiintend 
mination in 1920, has not yet been sufig™pistric 
ciently corrected to check the demanggtrict 5 
for excessive loans, while the growing’? i" 
call for farm loans by corporate ige’?®™ 
vestors, coupled with the expandiy — 
business of the federal land banks ay ~e 
the joint stock land banks, has rp 
sulted in larger loans per acre a 
lower rates of interest. The Natio 
has not felt justified in keeping pz 
with this competion, realizing from i 
long familiarity with farm values in th 
special areas where it places money ti 
hazards involved. Not only are fam 
loans now being made in _  acreg 
amounts which afford a margin of sal 
curity that would not have been accept 
able a few years ago, but the gros 
yield to the investor in many sections 
runs as low as 5 percent—a return tha 
is not justified when compared — 
the earnings on other forms of inves 
ment.’ : 


Cha 

Public 
follow 
aute 


Disability Insurance 


The report has the following to J 
on disability insurance: preside 
r , ’ ?, 
“The company’s three years’ exper 


ience on this form of indemnity ha 
been so limited that no_ trustwort 
conclusions can be drawn as yet tt The 1 


n chai 
Kinney 
proving 
taff of 
endent 
hief c 
tablishi 
ears. 

district 
age supplies a real need, and the resi yy 
of the company’s growing besean’ taff, A 
this line will be critically followed.” uprem: 
gent 

gent | 
ver th 
Leadi 
rdinar 
ant H, | 
Histrict, 


garding its results. This coverage wi 
assumed with reluctance, but in view ¢ 
its very general adoption seemed net 
essary. Thus far a loss is being s 
tained on disability risks. The opper 
tunity for self selection adverse to tht 
company has already become apparett 
There is no doubt that disability cover 


Passes Fifty Million Mark 


The Bankers Life of Iowa has 
established a new record in new DU 















ness production by reaching and pa Metermi 
ing the $50,000,000 mark in = Assist 
business for 1923. The total of nef + 
business for the year at the close Moin, 
business last Friday was $50,4755°ipreait. 
This rate of production shows that i At Pc 
Bankers Life is well ahead of # ~~, 
schedule in previous years. The 10% rt, 
new business for the correspond roe... 


period of 1922 was $46,712,988. 




















of the amount of 1922 premium receipts. 














Mutual Life 1923 Dividends | 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 


For terms to producing Agents addrese 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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For more than seventy-five yea 
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CHANGES BY PUBLIC SAVINGS 
‘ondition 


































































































Promotions and Transfers Announced 
by Indianapolis Company in 


features 


ertain 7 hegea 

Various Districts 
nit 1S cur Changes in the field announced by the 
estments, 


Public Savings of Indianapolis are as 
follows: Agent E. H. Harris, Terre 
aute, promoted to superintendent in 
hat city; R. O. Thacker appointed super- 
ntendent at Elkhart; Superintendent C. 
xy a sat. Anderson of Wabash transferred to 
> inflatigfZKokomo; Roy Carson appointed super- 


d its cug™intendent at Middletown, O.; Anderson 


been sufgmuistrict dissolved and independent dis- 
e demangmtict north created in its stead and will 
» growimmee in Division A. H. W. Staab appointed 
yorate is uperintendent and will be in charge of 


ndependent north superintendents; Su- 
perintendent C. A, Shedron of Anderson 
banks ay romoted to home office inspector; W. 
, has . Kennett, superintendent at Hartford 
acre aj ity, Muncie district, transferred to 


expandin 


+ Nation Dayton, O.; Superintendent E. M. War- 
ping paren of Kokomo transferred to Wabash; 
4 from { jeorge M. Daugherty appointed superin- 
ues int endent at Dayton, O.; Superintendent 0. 
money ti .. Woodard transferred from Terra 
‘f aute district to Springfield, O.; Mana- 

are liter W. C. Billeg of New Albany district 
1 =6aACrCaMransferred to Terre Haute district. The 
‘gin Oo! S#iNew Albany district will be discontinued 


en accept 
the gros 


and New Albany and Jeffersonville staffs 
ransferred to Columbus district. 
A district has been organized at Day- 


ry section 
eturn thagto™. ©. with detached superintendencies 
ared wittget Springfield and Middletown. Superin- 


endent W. T. Stewart of Marion, Ind., 


of INVeSEis promoted to manager of this new 
district. 

. President Carl G. Winter was in at- 

: metendance at a rousing staff meeting in 

ing tO SM@Louisville district effice May 19. The 


President's talk was well received. 
ars’ exper 
munity hay 
rustworth® 


Prudential News 


as yet (9 The men of the Braddock, Pa., district, 
yerage Wijin charge of Superintendent Harvey B. 
in view @ugXinney, have made great strides in im- 
emed neqgeroving debit condition this year. The 
being su! taff of John Whalen, assistant superin- 
rhe oppor endent at Latrobe, Pa., has been the 

“echief contributor to this success by es- 
erse to thi ablishing high advances and low ar- 
e appareilirears. This assistancy also leads the 
ility coveym@gealstrict in industrial net increase, which 
the result as been influenced to great extent by 
business j BR low net lapse rate. Of this capable 


taff, Agent Angus Brine has attained 
upremacy in industrial production, 
gent John H. Bair in ordinary, and 
gent Samuel A. Fulton has a margin 
over the others in debit condition. 


slowed.” Fi 


Mark Leading Division Q in industrial and 
‘a has us rdinary production the staff of Assist- 
aa knt H. G. Gibbons of the Los Angeles 2, 

new istrict, operating at Long Beach, seems 
“4 and pa@ietermined to eclipse its 1922 record. 


- in nem Assistant A. M. Gates of the Pasadena, 
tal of new alif., district, and his staff, rank second 
592" Division Q in ordinary production and 


se ! 
wd a ith a fine industrial increase to their 
$50,479,5% redit. 
ws that the At Portland, Oregon, the staff of As- 
ead of Mggpistant R. W. Harrison has climbed to 


hird place in ordinary in division Q. 
t the same time substantial industrial 
rogress has been maintained. 


The tol@ 
rrespondit 
88. 










Agency Superintendent 


A Company with Forty Millions of business in 
ree desires the services of a Superintendent of 
Bencies to work with agents and General Agents, 
and generally supervise the field work. Don’t 
reply to this unless you can deliver the goods. 


-an legal Address E~37, Care The National Underwriter. 


for 








MORE THAN 50% 


sccasional 
and age) . 
out 4% of the business written by some of our larger 
ances is a direct result of the Fidelity lead 
ice. a conte interview interested pros- 
Pects—people who i 
Ofice ) ~y ~ 4A written the ad 
, Fidelity is a low-net-cost com 
- pany operat- 
— +. States. Full level net premium re- 
Faith asis. Over $245,000,000 in force. 
any ully serving insurers since 1878. 


FIDELITY MUT 
INSURANCE COMPANY, ll at 
P PI sca. LeMar Talbot, President 

ency openings for the right men 

















NO ACTION BY HYDE IN 
MASSACHUSETTS CASE H. W. STRICKLER, 
(CONTINUED FROM PAGE 1) 


which a license has been refused during 
cpshasrvate in Ss" MIDLAND INSURANCE COMPANY 


application for admission to Massa- 
chusetts, which application was refused 
because in my opinion the laws do not 


authorize the admission of insurers of Liberal contracts to good agents in 
thi _Ceseription. Minnesota, North and South Dakota and Iowa 


“The matter of the admission of re- 
ciprocal exchanges was fought out in 
the Massachusetts legislature last year. 


surance, I prepared a bill which if en- 


For information regarding agency write 


At the request of the committee on in- G. K. HENSHALL, Supt. of Agents 














E. L. SHINNICK, 
Secretary-Actuary 


St. Paul, Minnesota 





acted would have authorized the admis- 








sion of reciprocal exchange. The bill, 
however, was rejected by the legisla- J. O. LAUGMAN, President 
ture.” 


acter mee viet |! Hternational Life & Trust 


House Bill No. 706 pertaining to life 
insurance was ordered out with favor- 
able recommendation here last week. 
This bill provides that no insurance 


policy may be issued containing any offers up-to-date contracts for good men. 


provision permitting the company to 
pay the amount of the insurance to per- 
sons other than the beneficiary named, 
and executor, administrator or blood 
relative. 


















DR. ANDREW JOHNSON, Secretary 


Company 


Sohrbeck Building 
MOLINE, ILLINOIS 











SUMNER M. 





















CINCINNATI, 
Established 1902 


PRESIDENT 


Attractive General Agency Offerings in 
Ohio, Indiana and Kentucky 
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NEWS OF LOCAL ASSOCIATIONS 

















BUFFALO ELECTS OFFICERS 





Harvey Weeks Named as President, 
Succeeding N. E. Turgeon, Who 
Heads State Association 





BUFFALO, N. Y., May 29.—The new 
president of the Buffalo Life Under- 
writers, succeeding Newton E. Turgeon, 
who has been elected president of the 
state association, is Harvey Weeks of 





Scott & Weeks. Mr. Weeks is a well 
known representative of the Provident 
Mutual Life and has been for some time 
very active in the affairs of the Buffalo 
association. He has been particularly 
active in promoting the educational idea 
among the insurance fraternity of this 
city. 

Other officers elected at the annual 
meeting were: Joseph E. Nash and Mel- 
vin P. Porter, vice-presidents; Sidney 
Wertheimer, secretary; Fred M. Sellers, 
treasurer. Directors elected were Clin- 











THE NATIONAL UNDERWRITER 





ton Davidson, George P. Graham and 
Newton E. Turgeon. 

Retiring President Turgeon gave a 
summary of the organization’s activities 
during the past twelve months. Present 
membership is 239, the largest ever. 
The cooperative advertising campaign, 
undertaken this year by the general 
agents of the city, is very successful, 
Mr. Turgeon said, and will be continued. 

“Wives may object to life insurance; 
widows never do,” is the succinct phrase 
that is being driven home at this time 
by the Buffalo association in its news- 
paper campaign. The general slogan 
of the campaign, “Play safe with the 
future; insure now,” is also incor- 
porated in this advertisement. The 





Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 


Safe Investments 


LIFE 


Milwaukee 


THE NORTHWES 


49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 
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COMPANY 


TERN MUTUAL 
INSURANCE 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


Wisconsin 








N. P. HULL, Pres. 


A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


LANSING. MICHIGAN 


C. H. BRAMBLE, Secy. and Treas. 


They have that opportunity of selling 





I. D. WALLINGTON, Supt. of Agents 














Territory open in: 


Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 
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Buffalo general agents who are backing 
this campaign financially report that 
they feel they are getting excellent re- 
sults from it. 

The treasurer’s report showed that 
affairs of the association are in a very 
healthful condition. No more meetings 
will be held before fall, at which time 
a series of meetings will begin at which 
will be featured speakers of national 
prominence. 


* * € 
TELLS OF FEDERAL ESTATE 








Tax Officer at Boston Gives Some In. 
formation to the Members of 
Life Underwriters 


Inc 





BOSTON, MASS., May 29.—A con. 
cise and lucid explanation of the federal 
estate tax and its relation to insurance 
proceeds was given the Boston Lit 
Underwriters Association at the closing 
luncheon of the year by O. W. Taylor 
chief estate tax officer of the Boston 
division of the United States internal 
revenue department. He stated that the 
federal estate tax was a tax on the 
transfer of all property left by a dece. 
dent. It had nothing to do with the 
distribution of the estate. The state in. 
heritance tax taxed property received 
by heirs, the federal estate tax what 
passes from the decedent. The federal 
estate tax was first created Sept. § 
1916, and amended in 1917, 1918 and 
1921. It was easy of operation and was 
little felt. 


Favors 


The speaker thought the estate tax 
might well be larger so that income 
taxes might be lower. No one felt the 
depreciation of an estate which did not 
belong to him while all felt keenly the 
lessening of their own earnings through 
an income tax. The tax applied onlyf 
to estates of over $50,000. : N 

As regarding insurance, no federd§} ev 
estate tax was levied upon insurance 
paid to a specific beneficiary unless the} 
insurance amounted to more than $40-f 
000, whereupon the tax was upon the eff ti 
cess over that amount. The tax did 
apply to all insurance paid to an exect- 
tor, or administrator og the estate. It 
applied, with the previous conditions, to 
all forms of insurance, whether lie, 
endowment or annuities. If the decedent 
paid the premiums directly or indirectly. 
it applied. The tax was not payabljj 
until one year after death. 

=. 3 

Philadelphia, Pa.—The executive com 7 
mittee of the Philadelphia associatio 
at a meeting last week, adopted a rest 
lution of appreciation to the insurance 





Increase of Tax 








journals, mentioning The Nationa! Us ] 
derwriter in particular, “for the cour | 
tesies and space given to help te y 


general public, as well as the insurance 
men, to a better knowledge of the fn 
protecting features of life insurance 
Action was taken following a report bj 
the chairman of publicity, E. J. Berlet 
manager of the Guardian Life, to ™* 
effect that the journals had devoted ap- 
proximately 1,500 inches of space to ™* 
doings of the association under the & 
ministration of President Staples Tee 
1,500 inches, however, does’ not incluée 
news of the recent annual meeting. ; 
Philadelphia's life insurance school # 
the local Y. M. C. A., with 105 member 9 








has proven so successful that arrané® ' 
ments are being made for a session (a The 63rq 
the fall. Franklin L. Bettger, Fidelll! 9 Premiums 
Mutual Life, is the instructor. ~~" 
* * *% Pp 
Columbus, 0.—Charles J. Rockwell, © 3. Punds 
rector of the school of life insuran ‘oer 
salesmanship of the Carnegie Institl” required 
delivered an address Friday before = Acteal me 
Columbus association, Mr. Rockwell = Inguranee 
aided in establishing a course i” "° TMD sdmittes 
underwriting at the Columbus Y. M. ©” 
In his address before the underwritt” w 
he urged the agents to use toward © 
prospect language that he can une, Cent: 
stand in more ways than one. He a R 
that if the prospect can not see oF —s Ooms | 
it, he should still be able to feel, o* 
or smell it. The speaker said that ’s 
underwriter should study the custome 
problems and help him solve them. |. Genera 
ters will elec’ 





The Columbus underwri Two 
officers at the meeting on June oe an 
nominating committees have been W i 
as follows: Charles M. Siebert, ™ 
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Eureka Life 





Insurance 


OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 


J.N. WARFIELD, Jr. 





7 


DR. J. H. IGLEHART 
Medica! Director 








New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 








HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63r, 


Premiu a 
Payments to 'e during the year 1922.$ 1,369,835 


ments, Dividends, Etc............... 5,400,769 


Net Interest Income from Investment... Pitas 
“2,352 in excess of the amount 
acaulted to maintain the reserve.) 
mortality experience 52.87% of 


e amount ex 
re 232,163,052 
af Sp eaaeaoecemaeenige 46,253,715 


’ FOR AGENCY APPLY TO 
w. A. R. BRUEHL & SONS 
c General Managers 
= — + Ohio and 
‘orthern Kentuck 
Rooms 601-606 The Fourth Wat. Bank 


Building 
CINCIN NATI, OHIO 


HOYT W. GALE 

sere Manager for Northern Ohio 
=20- Leader-News Building 

CLEV ELAND, OHIO 








Fledderjohann and Arch Houstle, who 

compose one committee and S. P. Gar- 

wood, H. O. Kramer and Ben L. Lewis. 
* xk * 

Minneapolis, Minn.—A general sym- 
posium on the aims and value of the 
Minneapolis association enlivened the 
last meeting of the association. 

W. J. Keating read a humorous assort- 
ment of epigrams on “Some Ways to Kill 
an Association.” What the association 
ean do for its members and what the 
members can do for the association was 
then discussed alternately by three 
speakers on each topic. 

As chairman of the program commit- 
tee O. E. Seiler introduced the several 
speakers, the first being John A. Blond, 
who said: “Life insurance is a bigger 
and better business because of the Na- 
tional Association of Life Underwriters. 
The National association is a benefit to 
every man and women in the life insur- 
ance business.” 

W. J. Fletcher, speaking on “What the 
Members Can Do for the Association,” 
said: “The biggest thing is to be a 
member. Roosevelt did what he did in 
cleaning up the political situation in 
New York because he was on the inside. 
Bryan went to Baltimore and _ upset 
Champ Clark’s prospects for the presi- 
dential nomination because he was on 
the inside. No one can afford to be on 
the outside, or to be a complainant on 
the inside. How far will I get with the 
executive committee in case of any griev- 
ance unless Iam on the inside? We can 
all help each other.” 

R. E. Peters was the next speaker on 
the first topic. “We often go into an 
organization,” said he, “thinking of some 
benefit to ourselves. But this must be 
indirect rather than as a direct result. 
Years ago, when rebating and misrepre- 
sentation were rampant, nothing could 
have done away with such practices ex- 
cept life underwriters’ associations. 
Through the work of our associations 
men and women have been brought into 
the business who are in it today, an 
honor to any institution.” 

O. L. Edwards said: “We can do this 
for the association. We can march up 
to the counter the first month of the 
year and put down the membership dues. 
Let us start boosting for the association. 
Let us show public spirit, take orphans 
for an outing, have a picnic for the fam- 
ilies of life insurance people, or some- 
thing of that kind. Let us send a big 
delegation to Chicago in September and 
get the meeting here in 1924.” 

Lorin Hord, being called on unexpect- 
edly to fill a vacancy, responded in a 
humorous vein, He added some can be 
consistent and loyal without making a 
big noise about it and the underwriters’ 
association is the best institution in the 
world for doing this. 

E. E. Jewett said: “The Life Under- 
writers’ Association is fundamentally an 
organization; incidentally it is a purpose. 
The carrying out of the purpose rests on 
us. We might think of the entire thing 
in terms of purpose.” Quoting from the 
constitutions of the local and the Na- 
tional associations, as to their object, the 
speaker added: “What can we do to 
help? Keep constantly in mind the high 
ethical purposes of our organization and 
be loyal to them.” 

a a * 

Omaha, Neb.—Roy H. Heartman, vice- 
president of the National association and 
agency manager of the Equitable Life of 
New York at Des Moines, addressed the 
Omaha association at the May meeting 
Saturday. He made an earnest appeal 
for the elimination of part-time agents 
and a higher standard of qualification 
for men in the business, in order that 
it might come to be “the profession of 
life insurance.” He emphasized the es- 
sential need of an agent’s providing a 
guaranteed income for his own loved 
ones as a prerequisite of whole souled 
work in selling his prospects. He em- 
phasized furfher the need of such a com- 
prehensive understanding of life insur- 
ance as would equip an agent to be an 
advisor to his clients and command from 
them the fullest confidential disclosures 
and result in trusting and following his 
insurance recommendations. 

Nominations were made for officers to 
be elected for the ensuing year at the 
June meeting. Progress was reported on 
the plan of a special train, in conjunc- 
tion with Lincoln, to the National asso- 
ciation meeting in Chicago. Eight new 
members were elected and plans for a 
membership drive inaugurated. 

* * 

New England Women’s—Franklin W. 
Ganse, general agent of the Columbian 
National Life home agency, was the 
speaker before the May luncheon of the 
New England Women’s Association Fri- 
day at Boston. Mr. Ganse spoke upon 
“Business Insurance and _ Inheritance 
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Nearly 1 4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets ............-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
























1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets Insurance in Force 
Dec. 31, 1912.................$12,431,725.00 $ 67,326,327.00 
Dec. 31, 1922....... ccccccccce Gee seuee 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 























Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 


E. L. BLACK, State Manager, 
Whea' 


tley, Arkansas. 
H. S. BRIDGEWATER, Manager, J. R. RAILEY, Manager, 
Central Department, Southwestern 
1951-52 Railway Exchange Bidg., 401 Dallas County State Bank Bidg., 
Saint Louis, Mo. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 

































MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 

nonymous in the mind of the insuring public with all 
thet is best in life insurance. During the seventy-two 
years of the Company's history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 


Its Home Office now 
occupies the entire 
twenty-first floor of 
the beautiful new 
Chicago Temple 
Building. 


New Home Office Address: 


THE CHICAGO TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 
































Selecting the Best 
Is Worth the Trouble 


The Little Gem Life Chart 


Make sure that the book which you are now 
using is as py sagen as the “Little 
Gem” at the same price 


CHECK UP ON THESE ITEMS: 


Little Gem 





1.—Number of companies for all information...............-- ror 
2.—Number of companies for 5-year financial and insurance record 250 tit... . ss 
3.—Real Leather flexible cover ..........-.ccceeeeeeereneee a 1 (=. \deahasen 
4.—Date issued each year...... ec eee ccc cecceececesceeees ” aa 
5.—Premium Rates. 


In the Little Gem at least 9 columns for all companies, as high 
as 57 forms for one company, also premiums on special forms. 
6.—Analysis of Policy Contracts. ..........0+sseeeceeceeees 
DID in cnirmabdbdandse tinaseaettavincenens 
8.—Dividends and Net Cost year by year 1923 scale, 15 years, 
ages 25, 30, 35 40, 45, 50, 55, 60 on Ordinary, 20 Pay Life and 


DN. cnet cushubecenbeis ined sunedsceienen 8 ae 
9.—Dividends (1923 scale) on 15 Pay Life and 10 and 15 Year 
ict een ieee pubes sedenneteasdktonse Te CPUS cancaces 
10.—Dividends on Term Policies... ..........0+0seeeeeeeeeee ie 
11.—Dividends on Paid-up policies. ...........00ceeeeceeees men. oo i eekew ON 


12.—Net costs derived from both present scale and actual histories 


with and without cash values deducted... .............5+. Yes, 6G years ........ 
13.—Disability and Double Indemnity Rates.............-.++: Ae a Serre 
ee ee rece 
15.—-Cash Values up to 20th on Ordinary and 20 Pay Life and 20 
Pay Life and 20 Year Endowments. .............+++00 _—— =—si( tC rece 
116.—Financial and Insurance Record... .........-+e0seseeeee ST eee 
25 Items, 250 
Cos. 
DEI, cnc cas ese ncteccosscdnvaerttcees dnéee ee! Ol Shae 


Published by 


The National Underwriter Co. 


420 East Fourth St., Cincinnati, O. 























Taxes.” He emphasized particularly that 
the prospects of today are ahead of the 
insurance agents in the modern forms 
of life insurance. He thought the agents 
generally were not keeping up with 
the modern business men in the needs 
of the latter along insurance lines. The 
inability to analize was one of the curses 
of the average insurance agent. The 
way to sell life insurance was to have 
it meet specific needs. 
* * * 

Sioux Falls, 8S. D.—The South Dakota 
Association listened to a talk on “Humun 
Needs of Life Insurance” by F. Dayton 
Davis of Detroit, director of the educa- 
tional department of the American Life 
of Detroit, at its May meeting. Mr. 
Davis is an old school principal and has 
spent ten years in life insurance field 
work, and more recently has been or- 
ganizing the life insurance schools of 
the American Life of Detroit, operated 
for the benefit of its new agents. He 
has been in Sioux Falls for some time 
in charge of the American Life school in 
this city for its South Dakota agents. 
Mr. Davis was assisted in the demonstra- 
tion of educational contracts by E. H. 
Marshal and P. J. Crandall. 

* * * 

Quincy, Nl—Henry E. Walker of St. 
Louis, vice-president of the National As- 
sociation of Life Underwriters, addressed 
the Quincy Association last week. He 
traced development of the life insurance 
business from 1884, the birth of the na- 
tional association. There are _ 12,000 
national association members now, he 
reported, following ethical rules in their 
business, rejecting rebates and avoiding 
misrepresentation. 

*x* * * 

Springfield, Mo.—Guy A. Cowden, gen- 
eral agent here for the Central States 
Life of St. Louis, has been elected secre- 
tary of the Springfield association. 


LETTS WAS HEAVILY INSURED 


Los Angeles Merchant Who Died 
Recently Had $1,800,000 Business 
Insurance With 32 Companies 


LOS ANGELES, CAL., May 29.— 
Arthur Letts, prominent Los Angeles 
merchant, who died May 18, was one 
of the most heavily insured men in the 
world, carrying $1,800,000 of business 
insurance at the time of his death, which 
was placed in 32 companies, divided as 
follows: Pacific Mutual $100,000,, Can- 
ada Life $175,000, Prudential $140,000, 
Mutual of New York $125,000, Missouri 
State $115,000, Equitable $110,000, Lin- 
coln National $100,000, Aetna $75,000, 
Union Central $50,000, Massachusetts 
Mutual $50.000, Penn Mutual $25,000, 
Phoenix Mutual $50,000, International 
$50,000, Northern Life $5,000, Conti- 
nental Assurance $30,000, Kansas City 
Life $10,000, Guardian Life $30,000, 
Travelers $40,000, National Life of U. 
S. A. $15,000, Western Union $30,000, 
Berkshire $25,000, Royal Union $15.000, 
Mutual Benefit $60,000, New England 
Mutual $40,000, Fidelity Mutual $50,000, 
Provident Mutual $25,000, National of 
Vermont $25,000, Bankers Life of Iowa 
75,000, Northwestern Mutual $80,000, 
Home Life $30,000, Connecticut Mutual 
$60,000. This insurance was all written 
within the last four years by Lewin & 
Baker and Danford M. Baker, Jr., of 
that agency. The Pacific Mutual paid 
its policy of $100,000 within six hours 
after the death of Mr. Letts. 

An interesting fact in connection with 
the life of Arthur Letts is that when he 
was a young man living in Toronto, 
Canada, and employed in a dry goods 
store in that city at $3 a week, he was 
a personal friend of George I. Cochran, 
now president of the Pacific Mutual 
Life, who at that time was a law student 
in Toronto, earning $1.25 a week. 








Des Moines Companies May Merge 


The Liberty Life of Des Moines will 
be consolidated in the near future with 
the State Life of Iewa, according to 
reports from the Iowa capital. State 
Life interests have been absorbing con- 
trol of the Liberty, it was announced, 
and Friday night the directors of the 
latter company met and effected a reor- 
ganization looking toward a consolida- 
tion. Several officials of the State Life 


are included in the new list of officers 
and directors of the Liberty Life an- 
nounced last week. 

















ACTUARIES 


A. GLOVER & CO. 
° Consulting Actuaries A 














Statisticians 
29 South La Salle Street, Chicago 








ss Actuaries & Examiners 


OHNC. HIGDON } £0 Gates _Saildine 








K J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


ICS. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg. 
Tel. Walnut 3761 DES MOINES, 1UWA 

















T J. McCOMB 

e .. COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Values, 

etc., Calculated. Valuations and Exami- 

mations Made. Policies and all Life In- 

surance Forms Prepared. The Law of 

Tasurance a Specialty. 

Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 

a ACTUARY 
1523 Association Bi 19 S. La Salle St. 
Telephone State 4! CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS, MO. 








_— F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








B. YOUNG 
® CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McClurg, Associate 


430 PETERS TRUST BLDG. 
Omaha, Nebr. 
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The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 


Age 35....... $31.90 per $1000 |) 


The continued payment of the 

rate creates increasing benefits 

each year. As a seller it has no 

competition. Write us about tt. 

NATIONAL LIFE ASSOCIATION 
Des M 


oines, lowa 
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THE PENN MUTUAL 


is national in the scope of its operations 
It is individual in the service that 
renders to its members and to its 
representatives. a 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _Philadelphis 
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How Life Insurance Will Provide for 
Varied Contingencies Which Confront 
A Business Man in His Relationships 


LBERT H. MORRILL, at a sales j 


A necting of the Cincinnati agency 
of the Massachusetts Mutual, gave 
very enlightening talk on the “Hazards 
of Wills and* Estates.” He said in part: 
“But let me turn aside from the sub- 
ject for a moment and give to you a few 
words on insurance salesmanship as I 
have seen it from the other side of my 
ofice desk. I have been fairly well 
loaded with life insurance and yet never, 
when an agent came into my office, have 
I intended to take insurance. More, I 
was positively hostile to that agent at 
the beginning of the interview, but it 
happened always that the agent who 
sold me knew his subject, had studied 
my needs, and made me see the value 
of the policy to myself. It was not my 
desire to do a favor to a friend that 
made me buy. It was that the agent 
made me see the advantage to me and 
mine, and the only complaint I have to 
make is that the agent, in those early 
days, did not sell me twice as much in- 
surance, for, all things considered, in- 
surance has been the best investment I 
have ever made. 


Must Arouse Interest of 

Prospect in Himself 

“Just remember, you men who are 
fighting the sales battle out in the field, 
that you must arouse the prospect’s in- 
terest in himself, show him how insur- 
ance will benefit him and his in a per- 
sonal, real way, and never be rebuffed 
or lose heart by the prospect’s initial 
lack of interest. Study and know well 
his needs before you even attempt to get 
by the boy in the outside office. The 
needs of the prospect are so many and 
so apparent, if you can fix his mind on 
them, that nothing but financial inability 
to meet the premiums should stand be- 
tween him and a policy. 

“These needs are legion, but I have the 
time only to give you some few of the 
actual cases which have come under my 
personal supervision, cases where sor- 
row, and sometimes pentiry, could have 
been avoided if the insurance agent had 
really done his duty and made the pros- 
pect see in advance what I actually saw 
after the death. Insurance needs are to 
me roughly divided into two classes, 
business and individual. Let me cite 
some of those we have known, in which 
the lack of insurance harmed, hampered, 
or even ruined the business. 


Lack of Insurance Has 
Handicapped Concerns 


“A man in the prime of life, with 
varied business interests, not yet ma- 
ured, died. Six months before his death 
he and his associates had endorsed the 
note of one of his companies, which 
sorely needed money, for $100,000. When 
the note fell due it had to be paid by the 
endorsers. The man in question died, 
no one of these endorsers was able to 
meet his share, and out of an estate of a 
quarter of a million was taken $100,000 
and mterest to meet this note. How 
asily could this have been covered by 
at least a term policy. 
lip all know what is meant by a 
~ man business. Remove the key man 
" the business is in danger. I knew 
ad money-making rolling mill some 
= ago which earned large sums as 
=~ &, this ‘one man’ lived. He died 
of colle y in Europe. His son, just out 
tried re in connection with his widow, 
- ° run the business. In two years 

as bankrupt. The one man had car- 






Tied no insurance. h “ 
: , had put all h - 
ings back into Pp 1s sav 


before his children were grown they 
; were a charge on relatives. A perma- 
nent income policy would have avoided 
this, 


Successful Business 
Has Been Losing Ground 


“There is a very large successful busi- 
ness in Cincinnati today, and it is grad- 
ually losing ground because the health 
of the driving force which has been at 
the head has failed. A disability policy 
in favor of the company was actually 
urged on it, and refused, some two years 
ago. Had this opportunity been grasped 
the present and future affairs of this 
company would have been vastly dif- 
ferent from what they are today. 

“Another incident recently came to 
my attention. The president of a cor- 
poration had, through ignorance or care- 
lessness, signed a note of the company 
‘John Smith, president of the Smith 
Manufacturing Company,’ instead of 
‘The Smith Manufacturing Company, by 
John Smith, president.’ After Smith’s 
death the company got into difficulties 
and the creditors enforced upon Smith’s 
estate personal liability for this note, 
which had been pledged as collateral for 
a loan of the company. Smith’s estate 
was not wholly tied up in the company, 
and out of that which his family should 
have had, or might have had, through 
insurance policies, came a large sum. 

“These are but a few of the instances 
which have come into my hands or those 
of my associates in the practice of law. 
They serve to illustrate the dangers 
which every business man runs in the 
establishment of an income for his 
family and the dangers which might be 
avoided through the aid of insurance, 
for insurance with its marvelous diversi- 
fication of securities, with its immunities 
from liabilities to creditors or others, is 
after all the most logical and safest way 
for a man to provide for his family. 


Estates Are Depleted 
For Lack of Liquid Fund 


“While the opportunities for insurance 


protection to man against business loss 
are great, the opportunities for 
vidual protection are still greater. 

“Within a month an estate under my 
supervision has been mulcted of many 
thousands of dollars for back taxes be- 
cause the deceased had taxable securities 
on which he had not made a return. 
Added to this are the results of a change 
in ruling by the federal authorities on 
inheritance tax, by reason of which the 
estate has been seriously depleted. 

“A man died some years ago, and as 
many as six or seven years before his 
death he had signed as surety for the 
debts of another. Everyone supposed 
that these debts had been discharged. 
After his death, and within a compara- 
tively few months, demand was made 
on his estate for the payment of a sum 
secured by this bond, almost equal to 
the amount of the estate, and while a 
compromise was subsequently arranged, 
yet some 60 percent of the estate was 
consumed in the payment of this debt. 
The man thought he had left his wite 
and one child in ample circumstances. 
In fact, they were left in very much re- 
duced circumstances. 


Should Use Insurance 
For Contingent Expense 


“I have in mind at the present time 
an estate of very considerable propor- 
tions, consisting for the most part of 
rent producing tenement house real 
estate. Long before the decedent’s 
death the property had been leased at 
a favorable figure to an individual who 
sublet it. The lease is about to expire 
and it is now discovered that the lessee 
has let the property run down to such 
an extent that it may take twenty to 
twenty-five thousand dollars to make it 
conform to the demands of the build- 
ing inspector’s office. It would have 
been a very simple and reasonable thing 
for the decedent to have insured himself 
against just this sort of contingent ex- 
pense. 

“Property . 
erred subject to a mo > wit 
idee that the grantor escapes liability for 
the payment of the mortgage. After the 
death of the grantor, it 1s found that the 
mortgage has never been cancelled and 
that the grantor is liable. Again, we see 


indi- 


has frequently been_trans- 
tgage with the 





the contingency of a large charge 
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ULIUS ASHEIM, district manager 
J for the Equitable Life of New York 

at Spokane, Wash., has been success- 
ful in maintaining a number of policies 
in force which would otherwise have 
lapsed, by the subjoined method. Mr. 
Asheim thought of the idea on the spur 
ot the moment the first time it was used 
but was so successful in keeping the 
business that he used it successfully on 
a number of other occasions. 
One of Mr. Asheim’s policyholders 
had a $5,000 policy which was paid on 
a quarterly basis. The policyholder had 
neglected to pay the premium when it 
was due and the days of grace were al- 
most expired—in fact, it was the last 
day of grace. The policyholder told the 
agent that he had decided to drop the 
policy because he could not afford to 
keep up the payments. 
Mr. Asheim did not argue with the 
policyholder at all. He merely asked 
the policyholder to let him have the 
policy, explaining that a lapsed policy 
was of no value to the insured and that 
it might cause his widow considerable 
embarrassment should he die suddenly 
and the policy be found among his ef- 
facts. Mr. Asheim explained that it 





would be quite a hard task for him to 





the business, and long 


explain to the widow that Mr. Policy- 


holder had permitted his policy to lapse. 
Of course, the policyholder remarked 
that he had never heard of such a pro- 
cedure before. é 

Mr. Asheim explained again that it 
was necessary to take up the policy in 
order to save the company an unpleasant 
explanation. 

After a long pause the policyholder 
delved into his safe and finally brought 
forth the policy. Mr. Asheim took the 
policy and wrote across it in big letters 
—“Lapsed for non-payment.” 

Mr. Asheim then put the policy in his 
pocket and said that the company would 
send by registered mail a cancellation 
notice to the beneficiary (his wife). He 
explained this by saying that practically 
every man informed his wife when he 
took out insurance but most of them 
neglected to tell friend wife when they 
let this policy lapse. Mr. Asheim ex- 
plained to the policyholder that the com- 
pany, by sending the cancellation notice, 
was thereby relieving the husband of an 
unpleasant task. 

The policyholder remarked that he 
never realized that the mere lapsation of 
a policy was so serious and ended up by 
saying, “Under those circumstances, I 
believe I’ll keep it,” and then wrote out 


against an estate which might have been 
insured against by the proper sort of 
policy. 


Life Insurance in 
Carrying Out Intentions 


“Under the law a child born after the 
death of the parent takes as if there 
had been no will. Hence, a carefully 
drawn will apportioning the estate 
among a man’s living children may be 
so wrecked and cut up by this ‘con- 
tingency that it will bear no resemblance 
to the original document. While the 
after-born child benefits, the intended 
beneficiaries of the will are deprived of 
that which the father intended them to 
have. Life insurance can prevent this 

Few makers of wills ever consider 
the expenses of administration of an 
estate, and yet these are heavy, fre- 
quently running into 5 or 6 percent of 
the total corpus of the estate. Occa- 
sionally an estate is involved in litiga- 
tion for years, and either the benefici- 
aries do not get what the testator 
expected, or they are entirely kept from 
enjoying the income and principal of 
the estate through perhaps half a decade. 
A man may employ the best legal minds 
to construct a will providing for the 
disposition of the estate, and yet that 
will may be broken, and it is very diffi- 
cult to prevent its being broken pro- 
viding all the beneficiaries agree. ’ Thus 
may the best plans of a man’s disposi- 
tion of the property for which he has 
worked a lifetime be entirely swept aside 
and his heirs or beneficiaries determine 
where his property may go. 


Definite Income Is 
Provided by Insurance 


“But none of these event 

place provided that a man “A pnw 
of his property through the means of. 
fered by modern day insurance. The 
children of beneficiaries begin to obtain 
the benefit from his estate almost from 
the day of his death. There is no litiga- 
tion, nor delay incident to ccttloment af 
the estate. No brains or experience are 
needed, either in constructing a will or 
executing it. The laws of compound 
interest, combined with wise and con- 
servative investment, and constant su- 
pervision by the state departments have 
produced a definite, unchangeable. cer- 
tain, and immediate income for all those 
entitled to the estate of the deceased. 
The late national commander of the 
American Legion, Colonel Galbraith 
was killed suddenly near Indianapolis. 
His widow learned of the death when 
she was in Michigan. By the time she 
arrived in Cincinnati to meet the re- 
mains of her gallant husband two of the 
imsurance companies in which Colonel 
Galbraith had held policies presented 
the widow with checks for the full 
amount of the insurance. Nothing can 
be a greater boon to a person suffering 
from the loss of one near and dear than 
this sudden discovery that they are in 
ample funds. Again and again I have 
seen people in the deepest sorrow of 
bereavement harassed and bothered be- 
cause there were no immediate funds 
available. 

“What I have said to you is direct and 
practical, drawn from actual experience. 
These instances should suggest to you 
hundreds of others. Think out others 


and apply them to the needs of your 
particular prospects. 
possibilities of your business and apply 
these to the needs that you see. 
this you will never fail in your business 
of soliciting an insurance policy, except 
in rare cases. 
policyholder a real service by selling 
him, and in years to come he will realize 


Understand the 


Doing 


You will be doing your 





a check for the premium. 


this and be your lasting friend.” 
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Only high-type men and women can obtain 

contract to represent this company. 

Open territory in Ohio and Minnesota. 
1 Agent’s contract di- 

rect with Gao backed by real ce- 

operation. 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
apprecia 


te these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES °2.T. Bidg.) LOWA 


TERRITORY 


IOWA SOUTH DAKOTA 














FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Si.ggesticns for Increasing 
Your Income’”’ 
and would be pleased to send a copy 


to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends. Surrender Values, and all Changes in 
Supplementing the 
Digest” and “Little Gem,” Published Annually in May and April respectively. 


“Unique Manual- 

















ANNOUNCE SEVERAL CHANGES 


National of Vermont Outlines Under- 
writing and Policy Changes, 
Effective Next January 


The National Life of Vermont has 
announced several underwriting and 
policy changes, effective Jan. 1, 1924. 
Announcement is made at this time in 
order to clarify certain points that have 
been brought out since the promulgation 
of the new reduced premium schedule 
the first of the year. On Jan. 1, 1924, 
the company will issue a new set of 
policy forms which will contain several 
new features. They will have a second 
year cash, loan, paid-up and extended in- 
surance value. The cash and loan values 
will equal the full reserve at the end of 
the fifth policy year, with a surrender 
charge per $1,000 of $12, $10 and $5 at 
the end of the second, third and fourth 
year respectively. The cash value will 
be used to purchase at net rates the 
extended term, paid-up and fourth option 
values, this resulting in a general length- 
ening of the term of the extended in- 
surance after the fourth year and in 
reducing the amount of the paid-up 
value in the third and fourth years only. 
The company will attach permanent and 
total disability benefits to five year non- 
renewable term policies, this feature to 
be effective July 1, 1923. The second 
year values will be extended to the 
policies in force on and after Jan. 1, 
1924, which were issued 1922 and 1923. 
The company is also planning to reduce 
commissions on term insurance for the 
first of the year. Dividend booklets are 
now being sent out for use in showing 
net costs and new rate books covering 
the entire policy program of the com- 
pany are in process of preparation and 
will be ready by the first of the year. 


Hawkeye Life 


The Hawkeye Life of Des Moines has 
gotten out an automatic coupon dividend 
policy. At age 35 the premium is $38.34. 
The first coupon at the beginning of the 
second year amounts to $9.66. The ac- 
cumulative value of the coupon at the end 
of 20 years is $263.61. The policyholder 
receives the cash dividend equaling the 
full earnings or premium savings at 
the end of the five-year period. In the 
event of death, the cash dividend and 
the accumulative value of the coupon 
will be paid in addition to the face of 
the policy. 

Carl Prime, secretary of the National 
Fidelity Life, was called to Minneapolis 
last week to attend the funeral of his 
father, Major Prime, who was a veteran 
of the Spanish-American war. 








NATIONAL LIFE’S SCHEDULE 


Dividends for 1924 Announced by Mont- 
pelier Company—Notable Reduc- 
tion in Net Cost Shown 


The National Life of Vermont has 
issued its 1924 dividend schedule, this 
being done at this unusually early date 
in order that the field forces of the com- 
pany may have some definite basis upon 
which to sell under the recently revised 
rates. A few months ago the company 


| announced new rates which were con- 


siderably below the old scale, announc- 
ing at the same time that the present 
dividend schedule would not apply. The 
company is now announcing the new 
scale of dividends applicable both to the 
old policy rates and the new policy rates, 
showing for both a marked reduction in 
net costs. The new schedule shows a 
marked increase in dividend on policies 
sold at the old rate and, while the divi- 
dend under the new rate will show a 
slight decrease, the net cost is greatly 
reduced. On the basis of this year’s 
business it will mean a net increase in 
dividends of approximately $160,000. 
One of the features in the new sched- 
ule of dividends is the adjustment of the 
scale to fit the more recent experience 
of companies on mortality at the various 
ages. It has been found that the mor- 
tality at the younger ages has been 
greatly improved and the policyholders 
over 50 have enjoyed, at the expense of 
younger lives, a net cost slightly below 
that which the more complete modern 
table justifies. Thus the new scale re- 
sults in an increase in dividends and in 
net cost for ages under 49 and a gradual 
reduction in the dividend proportioned 
to the older ages, causing some increases 
in net cost above age 49. When the 
scale is applied to the reduced premiums 
adopted January 1, 1923, it naturally re- 
sults in a small dividend, but the net 
cost is lower up to age 49. The surplus 
interest basis for 1924 is 4.7 percent, 
the surplus interest rate on proceeds 
under supplemental agreement being ad- 
vanced from 1.5 to 1.7 percent. Com- 
parative figures at 5 years intervals on 
the three principal forms of $1,000 each 
on both new and old premium scales are 
as follows: 
Life 
1923 Scale 


Ordinary 
Net 
Cost 


1924 Scale 
Age Prem. Div. 
20 + se 62 
5 3.85 

4. 14 
4.52 
ety 
5.68 
6. 60 
7.85 
9.59 
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Life 20-Payment 


1924 Scale 1923 Scale Net 
Div. Div. 


20-Year Endowment 
1924 Scale _ a } Seale 
Div. iv. 


wore 33 $48. 39 
2 43.61 


78.36 9.60 


Aetna L Life 


Non participating policies of the Aet 
Life provide that the proceeds may 
left with the company at 3% pere 
interest or may be paid in installme 
based on calculations at 3% pere 
interest. The amounts of income un 
*“monthly income,” “life income” 
“principal and 6 percent income” polic 
are based on the same rate of inte 
The company has decided to pay exe 
interest in addition to the amounts gu 
anteed. In the non-participating 
partment, for the balance of 1923, 
excess interest rate will be the exe 
of 4.5 percent over the rate at w 
the guaranteed payments were 
lated. The excess rate may be chang 
or may be discontinued entirely at # 
end of any year. 

This will apply not only to polid 
becoming claims in the future, but 
to claims which are now being 
under supplementary contracts begil 
ning with anniversaries falling on Jw 
1, 1923. 


State Life of Iowa 

The State Life of Iowa is issuing 
new policy contract of the “inco 
type. It will provide for a life annui 
to the insured at the age of 65. It 
also provide an annual income to @ 
beneficiary in case of death of polid 
holder for a period of 20 years gu 
teed and as much longer as the be 
ficiary lives. 


New York Life Will Build 


The New York Life will have a 
story home office building on its 0 
site at Madison Square Garden, } 
York, covering the entire block bound 
by 26th, 27th, Madison and Fourth a 
nues. The company owns the 3 & 
that comprise the block, subject to 
lease it still has one year for expirat 
Work is not to be undertaken 
present, due to the high cost of © 
struction. but plans are being 
fected and the building will be 
under way as soon as costs are lowé 


Warnings are 
underwriters that William R. § 
giving 30 Church street, New York, 
his address, is reported to be again OP 
ating in Philadelphia as an “insu 
councilor of the department of ins 
ance.” It is further reported that 
claims he can save large insurers a0 
two-thirds of their insurance cost by 
writing their insurance. 


being sent out tok 
t 





MR. AGENT! 


Do you care for QUALITY, 

not SIZE? Age, Sound Ex- 

goreens Low Cost, a Splendid 
ecord for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











Some executives in need of sal- 
go on expensive 

teurs; others let an 

ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time §8.75. 














Incorporated 1844 


STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Has for seventy-nine years been one of the leading purely Mutual Life Insurance institutions of the 
country, constructive and progressive in all things of value to its policyholders. 


The cordial relations between the home office and the loyal and efficient field force is a constant 
source of gratification to all those connected with the company. 


B. H. WRIGHT, President. 
_ STEPHEN IRELAND, Superintendent of Agencies. 


D. W. CARTER, Secretary: 








